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*§ It’s Irwin’s exclusive hollow ground point 
that makes the Speedbor “88” your best seller 


IRWIN SPEEDBOR “88” WOOD BiTS for 
electric drills and drill presses bore faster 
at any angle, sell faster in any store. 
Imitated but never equalled in boring 
efficiency in hardest or softest woods — 
even plaster and plastics. No wobble, no 
run-out. 14” machine-ground shank 
chucks perfectly. Forged in one piece 
from solid bar of special bit steel, heat 
treated full length, machine-sharpened. 
Wider size range and special features 
guarantee faster turnover, complete cus- 
tomer satisfaction, more repeat sales: 

EXCLUSIVE HOLLOW GROUND POINT with 
Irwin’s special cutting edges starts holes 


faster, permits spade-type cutters to go to 
work faster for up to 5 times faster boring. 
Holes are cleaner, more accurate, too. 
EXCLUSIVE SIZE RANGE. From \,” to 14”. 
17 open stock sizes in all. 

NEW ROLL KIT ASSORTMENTS of 4, 6, and 13 
Speedbor “88” bits increase unit sales, add 
bigger dollar volume. Plastic case set of 6 
popular sizes also available, 


IRWIN 


every bit as good a5 the name 


NEW SELF-SELLING SELLOPAK display jackets 
dress up all sizes, 4” thru 114", to invite 
more impulse purchases and self-serve sales. 
NEW DISPLAY PANEL. Free with assortment of 
20 Speedbor “88” bits in fastest selling sizes. 
All metal one-piece construction. Fits in 
small space. Mounts easily on wall, peg 
board, island tables, doors for use at multiple 
traflic points throughout store. 


Order from your 
Irwin wholesaler today 


The Irwin Auger Bit Company 


at Wilmington, Ohio, USA, since 1885 





“GOING 
T0 
THE 

DOGS” 


In every community... on the farm, in the suburb or in the city 

.. the dog population is increasing. It’s a ready market for 
Hodell Dog Chains... but you’ve got to display them so your 
customers will buy them. 

Hodell Halter and Dog Chains come completely assembled, with 
steel swivel snap, ring and toggle. Packed 6 or 12 to a carton, 
according to size. You can also order Hodell kennel and exerciser 
chains, dog couplers, chain choke collars. 

For complete information on the complete line of Hodell welded 
and weldless chains, ask your distributor or write for the 
Hodell Catalog. 
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Get fast sales action with these new assortments of Hodell Dog Chains 
with bright red, green and yellow plastic handles. Then . . . display them for 
fast sales on this attractive Hodell Dog Chain hanger. Each display comes 
complete with 12 chains and 2-color metal hanger. Assortments with 
metal handles also available. 
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HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 
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2 new profit builders 


KOLORLUM WEATHERSTRIP KOLORLUM WEATHERSTRIP 





White for decor q : Bronze for home- 
blending with oth the > owners who want the dis- 
traditionc modern . tinctive look of bronze at 
entranceways a budget price. 








NATIONAL combines sales appeal 
of luxury color with economy 


KOLORLUM— another “‘first’’ from National—is a new 
and unique concept in weatherstripping that will put 
money in your pocket! Now you can offer your customers 
the beauty of color plus the utility of aluminum—at a 
price that will stimulate plenty of sales action. 


New KOLORLUM will sell fast because it is— 
COMPACT COUNTER “SALESMAN” CONVENIENTLY PACKAGED—contains 17’, enough to fit any 


Contains one dozen packages of pre- , meena vere —_ 
punched KOLORLUM, complete with nails EASY TO HANDLE—plastic containers are “self-service” type 


and easy-to-follow directions. SIMPLE TO DISPLAY—ecch carton of 12 converts to attractive 
counter display 
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DON’T MISS THIS OPPORTUNITY — MAIL COUPON BELOW FOR DETAILS! 


I'm interested! Please send me 
Catalog Sheet and Price List [] Name of my nearest jobber 
Catalog of complete line of National Weatherstrip Products 


Nome______ 


Address_ 


ee Sate ila aan ____Zone State__ 


National Metal Products Company, 2 Gate way Center, Pittsburgh, Pa... . Makers of o complete line of packaged weatherstrip products including: 
Thresholds, Door Sweeps, ''Seoler-Strip,"’ Two-in-One Doorstop, ‘‘Case-Tite’’ Snap-On Weatherstrip, Linoleum Binding and Edging. 
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Let’s talk toughne.,. 


No ifs, ands, or buts. Samson Cords are far 
and away the toughest cords made. Because, 
we put far more material in the cover — where 
the wear takes place. More expensive for us. 
Not for you. You profit, in extra customer 


satisfaction and business. Why settle for less ? 


Samson Cordage Works « Boston 10, Mass. 


Quality Cordage Since 1888 


Be sure! Order Samson products by brand name! 


PHOENIX AETNA SACHEM TIGER crocus BEAVER 
Sash Cord Sash Cord Sash Cord Sash Cord Clothes Line Clothes Line 
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BUSINESS TRENDS 


> Business Outlook 


Continued high level business, but no boom. That's the prediction 
being made by many economists mid-way through the year's second quar- 
ter. The opening three months were disappointing mainly because 
inventories, following the steel strike, were rebuilt faster than 
anyone anticipated. Then with ample goods on hand, businessmen 
tapered off on purchases and production has declined as a consequence. 
However, retail sales have moved up and together with increased busi- 
ness spending for plant and equipment will help shore up economic 
activity. April had been regarded as the test month in some circles, 
and may have proved to be just that. Retail sales are up all along 
the line and may signal the remainder of the year as a period of 

high level stability. 

















> Retail Sales 


There is little sign of pessimism among consumers. In 
March, retail sales edged up 2% above March 1959. The 
trend continued in April with brisk trade at retail. Dur- 
ing the month, department stores may have passed their all- 
time record high of July, 1959. Auto sales clipped along 
at a rate higher than anything seen in the last 44 years. 
Heavy rate of installment buying by consumers reflects 
their confidence in the future. 











> Minimum Wage 


Legislation aimed at expanding minimum wage coverage was bogged 
down in committees at press time. The two bills getting most 
attention, House bill 4488, and the Kennedy bill, S.1046 are 
identical. They would hike the minimum wage to $1.25 an hour, 
expand coverage to include about 8 million more employees, mostly 
in the retail and service trades. There's good chance that a 
$1.10 or $1.15 minimum might be voted, but the feeling is that 

a raise to $1.25 would be vetoed. 














> Prices 


There's no danger at the moment of an inflationary up- 
surge, but neither is inflation entirely dead. 

Both retail and wholesale prices show signs of inching 
up again. Consumer prices hit a new high in March, and 
after declining for almost a year wholesale prices in 
March also hit their all-time high. 


> Farm Income 


In the first quarter of 1960 net farm income was at an annual 
rate of $10.3 billion, well below the $12.2 billion of '59 first 
three months, but about the same as in the second half of last 
year. 
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0 
re out of jg! 


Don't get caught with your 
Igloo inventory down. 
Write for free catalog sheet 
and check your stock — 
IGLOO, Memphis 18, Tennessee 
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FACTS & FIGURES 


Southern Wholesalers Report 
Slight Sales Decline in April 


SALES BY hardware wholesalers 
in each geographical region of 
the South in April were moderate- 
ly under the same month of 1959. 

Mid-South wholesalers reported 
the heaviest sales decline for 
the month, an average 4.7°,. For 
Southeastern distributors, the 
sales drop averaged 4.1%. In 
the Southwest the monthly sales 
picture was somewhat brighter, 
the average decline in that region 
being only .8°%,. 

The monthly survey conducted 
by SOUTHERN HARDWARE dis- 
deal that in the year's first four 
months sales by Southern whole- 
salers have averaged 6.!°/, under 
the 1959 period. 

For the January—April period 
sales by Southwestern wholesalers 
have dropped an average 6.7%,, 


followed by a 6.2% decline 
among Mid-South distributors. 
Southeastern wholesalers have re- 
ported declines averaging 5.2%, 
for the period. 

In the number of days’ busi- 
ness on the books, Southeastern 
distributors led for the month 
with an average 52.3 days. The 
average for the entire South was 
48.1 days. 

Inventories have increased for 
a large majority of Southern 
wholesalers, with the average rise 
of 10.8°/, in the Mid-South being 
highest. Among Southeastern 
wholesalers the average increase 
was 7.4%, followed by 4.8%, in 
the Southwest. 

For the entire South the rise 
in inventory levels averaged 


7.3%. 





WHOLESALE HARDWARE SALES AND INVENTORIES 





SALES 


| INVENTORIES 
| 








Percent Change 


| 
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Percent Change 








GEOGRAPHICAL) ——— 
DIVISION April 1960 | 4 Months 


from from 
April 1959 | 4 Months 


*60 


"59 


| Business 
on the Bests April 1960 
—- from 


April April 1959 








—4.1 —5.2 
—4.7 —b.2 
— 8 —6.7 
—2.9 —6.1 


| 
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SOUTHEAST 
MID-SOUTH 
SOUTHWEST 
ENTIRE SOUTH | 











52.3 + 7.4 
43.1 +10.8 
48.4 | + 48 
48.1 + 7.3 


! 
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Gecgraphical divisions: Southeast (W. Va., Va., S. C., N. C., Ga., Fla.) Mid-South (Ala., 


Tenn., Ky., Miss.) Southwest (La., Ark., Okla., Tex.) 


@ Contract awards for major 
construction in mid-April 
were the best for this time 
of year since 1956. In the 
past heavy construction 
activity has been a major 
sales in the nation's 
economy. 


The Co-ops took a bump 
in early May. The Supreme 
Court ruled that agricul- 
tural co-ops can be sued 
when they attempt to mo- 
nopolize retail or wholesale 
trade, conspire to elimi- 
nate competition, or make 
acquisitions which tend to 
lessen competition. 


The 116 day steel strike 
last year cost the interna- 
tional union and the local 
unions $20 million, not to 
mention loss of dues and 
wages lost to employees. 


Fears about business are 
being eased by rise in re- 
tail sales which hit 17.5 
billions in March and con- 
tinued to move up in April 


and May. 


Rise in installment buying 
is a sure sign of consumer 
confidence. Backed by 
substantial purchases, this 
can perk up businessmen. 


SOUTHERN HARDWARE for JUNE, 1960 











HANG 
UP 
MORE 
SALES 


Display Black Diamond Rotary Mower files with lawn care 
equipment. Use the handy hang-up hole to attach files to 
mowers. It’s a merchandising idea that only takes a few 
minutes ...and will boost sales. 








One dozen Black Diamond Rotary Mower files come in a 
bright green and yellow display for counter top or peg- 
board. It’s a self-merchandiser that sells for you. Cost, 
$7.84 ... retail price, $11.76... your profit, $3.92. 


Get ready for the lawn care season. Make every rotary 
mower owner or buyer a file customer. Your regular 
Black Diamond wholesaler has the Rotary Mower file now. 
Order soon. 


ws BLACK DIAMOND 











Files + Rotary Bur * Hacksaw and Band Saw Blades 


Ground Fiat Stock + Industrial Hammers 
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INDUSTRY NEWS 


Odell Hardware Elects 
Forlaw as Vice-President 


D. H. LAMBERT, president of 
Odell Hardware Co., Greensboro, 
N. C., announces that Henry For- 
law has been made a vice-presi- 


Henry Forlaw 


dent of the company. Formerly 
merchandise manager, Forlaw 
was elected at a recent meeting of 
the board of directors. He has been 
with Odell since 1935. 


+ 


Black & Decker's Sales 
Break Previous Records 


IN AN INTERIM report to stock- 
holders, Robert D. Black, chairman 
of the board and president of The 
Black & Decker Manufacturing 
Co., Towson, Md., revealed that, in 
the six months ended March 27, 
1960, sales of the company’s power 
tool products continued to break 
previous records. 

“In the first half of our 50th 
year,” Black stated, “consolidated 
net sales totaled $28,763,487, which 
was $4,490,268 or 18.5% greater 
than the same period of last year 
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and the highest for any similar 
period in the company’s history.” 


+ 


Perry & Barr to Represent 
Gries Reproducer Corp. 


THE INDUSTRIAL sales firm of 
Perry and Barr, Nashville, Tenn., 
recently was appointed exclusive 
representative in the South and 
Southeast to sell Gries Reproducer 
Corp. products and services to re- 
sale outlets in the South and 
Southeast. Specific states include: 
Alabama, Georgia, Florida, Ten- 
nessee, North and South Carolina, 
Virginia, and Kentucky. 


Wayne Pinson 
Strikes It Rich 


As you will note from that smile, 


Wayne Pinson is understandably 
pleased with this nice string of trout 
taken recently from Georgia's Coleman 
River. Mr. Pinson, who is vice-president 
and director of the industrial sales 
department for Beck & Gregg Hard- 
ware Co. in Atlanta, emphasizes that 
these fish were caught, not bought. 
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According to Joseph Saks, di- 
rector of sales of the Gries Repro- 
ducer Corp., New Rochelle, N. Y., 
the Perry and Barr organization 
will market GRC’s_ wholesale, 
hardware and industrial supply 


L. Graham Barr, Jr. 


line, including such items as zinc 
alloy die cast and molded nylon 
fasteners and closet and cupboard 
hooks. 

The firm is headed by Coleman 
R. Perry and L. Graham Barr, Jr. 
Both men attended the University 
of The South and have over a 
decade of experience in industrial 
sales. 


SOUTHERN HARDWARE for JUNE, 1960 





‘Chucks, if it a full fine you want 


eee 

SPECIFY U-BRAND FITTINGS.” Why waste valuable 
time buying from different sources? When you stock and 
use U-Brand fittings you are assured a complete, 
top-quality line from one source. All fittings are 
conveniently packaged and marked for immediate use. 
FOR ALL YOUR FITTING NEEDS: e Galvanized and Black U-Cote 
Malleable Fittings e Unions e Plugs and Bushings e Steel and 
Brass Nipples and Reducing Nipples e Steel and Brass 

Insert Fittings e« Poly-Plus Blue and Nylon Plastic Insert i 
Fittings e Dielectric Fittings e Sanitary Well Seals. 
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The Union Malleable 


Manufacturing Company 


Ashiand, Ohio - Vernon, Calif. 


SOLD THROUGH WHOLESALERS ONLY SHIPPING DEPOTS IN PRINCIPAL CITIES ASSURES OVERNIGHT SERVICE 
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Let convenience 
and easy 


movement make 


MORE CASTER SALES 
FOR YOU! 


A Bassick Diamond Arrow 
Caster Series ‘‘68"’ 
Diamond-Dart For Household 
Furniture Series ‘‘26"' 9 


Suggest Bassick Casters for furniture, 
toy boxes, home tools, appliances and 
dozens of other things around the 
house. Tell how they save work and 
time, then follow through with these 
easy-to-use sales points — 

Won’t mark floors! Choice of soft 
tread wheels for wood and tile... hard- 
tread wheels for rugs and carpets. 
Heavy duty steel construction plus 
case-hardened ball-bearing races mean 
long life and unusually easy swivelling. 
Stock and display Bassick Casters — 
they’re both easy to sell and profitable. 


THE BASSICK COMPANY, Bridgeport 
5, Conn. In Canada: Belleville, Ont. 


Bassick 


[Excelence] 
STEWART-WARNER CORPOR 
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INDUSTRY NEWS 





SWHA Materials Handling Clinic 
Planned for Memphis, Sept. 13-14 


THE TENTATIVE plans for a ma- 
terials handling clinic announced 
at the recent Southern Convention 
in New Orleans by The Young 
Rebels of the SWHA have firmed 
up and the clinic will go on as 
scheduled, September 13-14 at the 
Ellis Auditorium in Memphis, 
Tenn. 

Members companies of the 
Southern Wholesale Hardware As- 
sociation have been asked to set 
aside those dates for those of their 
personnel who would benefit most 
from the clinic. 

In making the announcement, 
Chief Officer W. A. “Bill” Parker, 
Jr., stated that invitations to 
attend the clinic have been exten- 
ded also to members of the Na- 
tional Wholesale Hardware Assoc- 
iation. 

It is expected that a sizeable 
crowd will be in Memphis for the 
extensively-planned event. 

Leslie M. Stratton, ITI, president 
of Stratton-Warren Hardware Co., 
who heads the committee plan- 
ning the event has stated that the 
clinic will be staged much like a 
one-ring circus, with each type of 
major equipment being used to 
demonstrate systems and techni- 
ques. 

Mr. Stratton has emphasized 
that the clinic will involve more 
than just demonstrations of equip- 
ment. The actual solution of def- 
inite warehousing problems will be 


shown. In addition, new packaging 
ideas and methods will receive 
thorough explanation. 

The clinic will be slanted to 
the interest of small companies as 
well as to the larger operations. 

A block of rooms has been re- 
served at the Claridge Hotel for 
those planning to attend the clinic. 


¢ 


B & D Acquires DeWalt 
in Transfer Agreement 


THE BLackK and Decker Manu- 
facturing Co. and American Ma- 
chine & Foundry Co. have agreed 
on a move to further strengthen 
each company’s position in the fast 
growing leisure time field. It was 
announced by Robert D. Black, 
chairman of the board and presi- 
dent of The Black and Decker 
Manufacturing Co., and Morehead 
Patterson, chairman of American 
Machine & Foundry Co. that the 
entire capital stock of DeWalt, Inc., 
of Lancaster, Pa., a wholly-owned 
subsidiary of American Machine & 
Foundry, is to be transferred to 
Black & Decker in exchange for 
120,000 shares of the Black & 
Decker stock. 

This combination is considered 
by both companies to be an effect- 
ive means for combining the 
strengths of the highly respected 
DeWalt “Power Shop” saws for 


Corpus Christi Holds Dealer Sales Dinner 


One hundred and ten dealers and d 





sales people attended the most recent 


product knowledge and “How to Sell" Dinner at Corpus Christi Hardware Co. 
The meetings are a regular feature of the company’s “Pian for Profit.” 
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the home workshop and its indus- . ~ 

trial radial saws with the inter- * 23 Dv ee Le 4 
nationally known Black & Decker WN 

line of portable power tools. The We —, Wah Fa ‘ 
products of both companies are a BEST PACKAGE 
widely enjoyed by the home shop Sat 

enthusiast and by general industry See BEST QUALITY 
throughout the U. S. and in foreign , os : 

countries. ; . 

DeWalt, Inc. will be operated as eel BEST SELLER 
an independent subsidiary of The — 
Black and Decker Manufacturing 
Co. Conde Hamlin, president of 
DeWalt and the present manage- 
ment, under whose direction De- 
Walt has become a leader in radial 
woodworking equipment, will con- 
tinue their present responsibilities. 
DeWalt policies and method of 
distribution will not be changed, 
and the manufacturing, research 
and engineering operations will 
continue at the Lancaster, Pa., 
plant. 

+ 


Belknap Offers Dealers 
July-August Promotion 


BELKNAP Hardware and Manu- 
facturing Co., Louisville, Ky., an- 


nounces its circular promotion for . 
summer. For dealers’ use in July 
and August, the promotion is en- Super et 


OF TAPS AND DIES 


A Super-Seller for YOU! 


For mechanic or handyman, only Hanson offers 
this Super Set of Taps and Dies containing 39 top 
quality tools in the handiest and toughest of cases. 
Contains taps and dies in 17 popular sizes for 
threading up to 4”, a die stock, tap and reamer 
wrench, T tap wrench, screw pitch gage and screw 
driver. Priced right and backed by the famous 
Hanson unconditional guarantee. Contact your 
wholesaler or write to Henry L. Hanson Company, 
25 Union Street, Worcester, Massachusetts. 

Quality Tools at Popular Prices for Over Halil a Century 


titled the Red Tag Sale. It is 
printed on four pages, in color and 
newspaper size, and features only 
items which have appeal for 
households in all sections of the 
country. 

A Decorative Kit containing 151 Tip the tap and up it comes... 
pieces including window banners, le eae ond i ae 
pennants, price cards, and news- durable than wood boxes. Yes, 
paper ad mats, is also available to those Hanson people think of 
dealers. The Coupon Item on this everything to make it better for 
circular is a 3-piece sauce pan set. the customer and you. 
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Join the Swing to 
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. _. . JET WING 


America’s Most Beautiful Axe 
Permabond Keeps Head 
Tight Permanently 





DREADNAUGHT 


Preferred by Expert Woodsmen 
Permabond Keeps Head 
Tight Permanently 





Feature PLUMB 


JET WING 
DREADNAUGHT 
ALL-AMERICAN 







To stimulate your axe sales—increase your profits. Offer your ..-. Al 
customers the opportunity to select fhe Plumb Axe they prefer AM ER | CA N 

An Exceptional 
Your customers will recognize that the nationally-advertised mt 


Plumb brand stands for highest quality and unequalled per- 


formance 


Plumb Axes are forged from the finest steel—scientifically hard- 
ened and tempered—having cutting:edges that stay razor sharp 


Handles are made from tested second-growth hickory 


Permabond" is the patented plus feature that assures axe users 


that the handle will not loosen in normal use. Only Plumb has 


this exclusive selling feature 
= 15h SE... DISPLAY \ 
| 


FAYETTE R. PLUMB, INC + PHILADELPHIA 37, PA 
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with the 


FoLLow1nc the fun and festivi- 
ties—and a reasonable amount of 
work—in New Orleans, members 
of the Old Guard hit the road 
again, but some pleasant memories 
linger on. 

Paul Speaker, for one, writes 
from Dallas that “it was good to 
be at the Old Guard dinner and 
meeting for the first time in three 
years. A fellow doesn’t know how 
much the Old Guard means until 
he is away for a while.” 

“Thanks to Old Guard member, 
Ed Hoge, we now represent Steel 
City Manufacturing Co. of Youngs- 
town, Ohio.” 

Reporting on some fellow OG 
members Paul advises that Ex- 
President Harry Taylor took time 
out for some surgery following the 
Southern convention and was at 
home (in late April) and doing ok. 
Paul also passes along the word 
that OG member Stafford “Bill” 
Jones is a member of the Highland 
Park Improvement League, a 
suburban area that once could 
boast as its mayor, Gardner Lips- 
comb. 

Paul closed with the lament 
that he “looked at a boat recently, 
but after April 15 and income tax 
payment, I decided that Uncle 
Sam came first.” 


* 


Supplementing Paul’s_ report, 
Harry Taylor confesses that “I 
just couldn’t stand it for Red 
Gardner to get all the sympathy, 
so decided to take a couple of 
weeks sojourn in the hospital my- 
self. Gave the doctor a little prac- 
tice in his whittling and em- 
broidery. Back at the office now, 


This Month 
Old Guard 


however, (mid-May), and hope to 
hit the road in a week or so.” 
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Being a bit under the weather, 
Robert N. Hicks missed the con- 
vention but is much better at 
present. Writing from Jackson- 
ville, Bob says that “as an ‘Old, 
Old Guard’ I think that quite a 
few of the Old Timers may get a 
chuckle from the following quote 
from Henry Ford, I: ‘The trouble 
with the school of experience is, 
the course is too long, and the 
graduates are too old’;’’ Amen. 


(Continued from page 11) 


Also safe and sound back in 
sunny Jacksonville Harry Hoffner 
“thought that the annual meeting 
of the Old Guard and the dinner 
were very well planned by the 
officers, and were enjoyed by all.” 

Harry goes on to say that “Till- 
man Cavert probably has not an- 
nounced it but he has just passed 
his 76th birthday, and we think he 
looks in better health than we 
have seen him for sometime. We 
all wish Tillman many, many 
happy returns of the day.” 

After 20 years of traveling over 
a large part of these “good old 
United States” for Cyclone Fence, 
Milo J. Mahan is “happy to report 
that I am now with the parent 
company—American Steel & Wire. 
I am now travelling in South Cook 
County, Illinois and Lake County, 
Indiana—home every night. I 
still live at 33 McCarthy, Park 
Forest, Ill., and a welcome mat is 
out to all my friends who might 
be in this area.” 

More OG members we'd like to 
hear from ...C. L. Peterson, Jack 
G. Bailey, Luster Farmer, Milton 
Chalkley. George A. Sloan, R. H. 
Tate, Matt Wood, Julian Scruggs 
and R. J. Donahue. 


North Carolinian Is Retailer-of-the-Year 


Paul Bernhordt, right, of the Greer Hardware Co., Salisbury, N. C., and Mrs. 

Bernhardt shown at a reception given by The Curtis Publishing Co. at the St. 

Regis Hotel, New York in honor of the winners of the Brand Names Retailers-of- 

the-Year Awards given by the Brand Names Foundation, inc. Bernhardt was named 

Brand Name Retailer of the Year for hardware-housewares stores. With the 

Bernhardts is Edward Morehouse, publication manager of Ladies Home Journal 
in New York City. 
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INDUSTRY NEWS 
Swinging Around 
The Southeast 


Some U. S. manufacturers are 
making the import-experts sit up 
and take notice . . . in most cases, 
giving them a run for their 
money. . . . The hardware indus- 
try as a whole, should keep an 
ear to the ground in this in- 
stance . . . Manufacturers in this 
country are finding new methods 
on distribution, merchandising, 
and are out-promoting the foreign 
made merchandise . . . Much of the 
goods from across the sea has been 
inferior, and in some cases it 
doesn’t have the backing that our 
American-made products have .. . 
This is food for thought . . . Re- 
member, we can’t sit idle . . . Ad- 
justments are sometimes the an- 
swer. 

Norman D. Nickerson, vice pres- 
ident-secretary of the Athens 
Hardware Co., Athens, Georgia, 
reports that his granddaughter, 
Lucy Anna Tresp, 19 months old, 
is ruling the roost at her house... 
Grandfather Nickerson has pic- 
tures to prove it .. . Ran into Earl 
Cranor the other day .. . Earl is 
with Winchester, and works out 
of Atlanta, Georgia... 

Friends of Henry Brackman, 
vice-president of Keith-Simmons 
Hardware Co., Nashville, Tennes- 
see, will be glad to know Mr. B 
flew to Knoxville recently to at- 
tend the Smoky Mountain Shoot 
. .. Mr. Brackman is the secretary 
of the Nashville Gun Club... 
This is what one must call fighting 
all the way for, as _ reported 
earlier, Mr. Brackman was not at 
all well a few months ago... Sam 
Dunlap of Paris-Dunlap Hardware 
Co., Gainesville, Georgia, has sold 
the old house and is building a 
new one... No date set for the 
housewarming . . . All donations 
gladly received ... This could turn 
into quite a housewarming. 
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BY DAN M. FRY 


Atlanta, Ga. 


Ashton Therrel of Atlanta, Geor- 
gia has started his own manufac- 
turers’ representative agency .. . 
He was formerly with C. M. Allen 
Co., manufacturers reps of Atlanta 
. .. Ashton is a good fellow, and 
we wish him well . . . Haven’t seen 
our friend, Harvey Stringfellow 
lately .. . Harvey was under the 
weather for awhile, but we hear 
it from the grapevine, he is going 
great guns . Charlie Smith, 
business manager of this publica- 
tion, is moving into his new home 
late this summer . . . Charlie dis- 
posed of his old house at some 
ridiculously high figure, and is liv- 
ing in an apartment temporarily 
somewhere on the lower East Side 
. . . We can’t wait for the week- 
end house party to take place 
when the building is completed. 

Holy Mackerel! . .. Harry Jerni- 
gan, golfer and hardware dis- 
tributor in Augusta, Georgia, has 
a brand new granddaughter ... 
Congratulations, Harry! . . . South- 
ern Hardware Golf Association 
has changed the meeting days 
from Thursday, Friday and Satur- 
day to Wednesday, Thursday and 
Friday . . . Members voted this 
change which is a good one... 
Hardware Golf meets this year on 
November 2, 3, 4 at the Mid-Pines 
Club, Southern Pines, North Caro- 
lina . . . Something new has been 
added this year . . . a nine hole 
tournament for members over 57 
years of age, to be known as the 
Worth B. Plyler Memorial Tourna- 
ment, in memory of a wonderful 
friend and member . . . The 1960 
meeting marks the fifth anni- 
versary of this fine organization. 

Had breakfast not long ago with 
Lou Waldrup who works the 
Florida territory for John T. 
Everett Co., manufacturers reps, 
Memphis, Tennessee . . . At the 
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same table were Jack Martin, as- 
sistant sales manager for the 
Tennessee Stove Works, Chatta- 
nooga, Tennessee, and Ron Lam- 
bert, Rubbermaid representative, 
who works North Florida, South 
Carolina and Georgia . . . Haven’t 
had time to visit the Stanley 
Works’ new office located in At- 
lanta, Georgia . . . We hear it is 
bang-up, and will try to give you 
a little more information on it 
next month . . . Business in the 
Tennessee, North Carolina and 
Virginia territories is beginning to 
open up . . . The trade there was 
the hardest hit by early spring 
storms ... Have just learned that 
Howard Olson, the Union Fork and 
Hoe rep, was injured and re- 
quired surgery recently when the 
horse he was riding reared and 
fell on him . . . Howard is going 
to be ok but has had a painful 
time of it . . . That’s all for now 
... See you next month. 


Stanley Tools Appoints 
Hartman as Sales Rep 


Howarp C. HARTMAN has been 
appointed sales representative for 
Stanley Tools, division of The 
Stanley Works, New Britain, 
Conn., in the North Carolina, 
South Carolina, and eastern Ten- 
nessee territory. 


Howard C. Hartman 


He joined the hand tool division 
in 1951 as an office boy and sub- 
sequently served in other capaci- 
ties. In 1955 he became a field 
sales trainee until his training was 
interrupted in 1957 by two years 
of army service in Europe. 
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(MARKSMAN 
NEW 20 SHOT BB 
REPEATER AIR PISTOL 


Model MPR_.177 Cal. 


papmemeas ra eo 
And Only 95 RETAIL 


e Only BB Repeater that shoots pellets, BB's and darts. 
@ Balance, weight and feel of a service automatic. 

@ Lifetime power built in. No CO’ cartridges needed. 

e Handsome gift box with generous supply of ammo. 


Write for catalog on Pistols, Pellets, Darts 


(MARKSMAN PRODUCTS 


Division Morton H. Harris, Inc. 
Los Angeles 25, California 


7S 
Wp ed z MARKSMAN air gun PELLETS 
. fit all makes of air pistols, rifles. 
.177 & .22 caliber. From 70¢ Retail. 





Write for 

complete 
catalog and 
new lower 
wholesaler 
discounts. 


LPF. offers the most complete line of insert fittings in 
styrene copolymers or nylon and SWP fittings in ABS 
material. Only top quality virgin materials are used in 
PF. fittings, yet the wholesaler pays less for these 
superior fittings from |.P.F. than from any other source. 


As the largest independent manufacturer of plastic 
fittings, |.P.F. can ship direct to you from warehouse 
stock at prices that enable the wholesaler to make a full 
profit and still benefit his customers. 


For large or small orders, |.P.F. is your best fittings source, 
INDUSTRIAL 


; y.. PLASTIC 
n\f FITTINGS 
: DIVISION 


THE & & K PLASTIC INDUSTRIES CO. 

FACTORY: 3891 W. 150th St., Cleveland 11, 
Ohio 

SALES OFFICE: 11 W. Pennsylvonia Ave., 
Towson 4, Maryland 
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Sharp-Horsey Trade Show 
Scheduled for July 31-August 3 


PLANS ARE currently being 
worked out by Sharp-Horsey 
Hardware Co., Atlanta, Ga., for 
the company’s second annual trade 
show. The exhibit is planned for 
Sunday, July 31 through Wednes- 
day, August 3, and again will be 
staged in the Exhibition Hall of 
Atlanta’s Biltmore Hotel. 

More than 100 manufacturers 
have engaged booths for the four- 
day event which will feature out- 
standing lines of hardware, house- 
wares, garden supplies and equip- 
ment and sporting goods. 

Tentatively, the hours for the 
show have been set up as follows: 
Sunday, July 31—1:00 P. M. to 10 
P, M.; Monday, August 1—8:00 A. 
M. to 10:00 P. M.; Tuesday, August 
2—1:00 P. M. to 10:00 P. M.; and 
Wednesday, August 3—1:00 P. M. 
to 10:00 P. M. 

Refreshments will be available 
to visiting dealers, and booth 
prizes will be given. The grand 
prize to be awarded this year will 
be a deluxe station wagon. 


” 


Heitmann, Bering-Cortes 
Announces New Appointees 


HEITMANN, Bering-Cortes Co., 
hardware and industrial supply 
house of Houston, Texas, an- 
nounces the following appoint- 
ments: T. Ray Maxwell as sales 
manager; L. Franklyn Mac Neil, 
treasurer and _ controller; and 
Gerard F. Hall, operations man- 
ager. 

Maxwell formerly was budget 
manager for Firestone Tire and 
Rubber Co., Memphis, Tenn., and 
following this was a territory 
salesman for the Mills-Morris Co., 
wholesale appliance dealers in 
Memphis. More recently, Maxwell 
has been territory manager for the 
Reardon Co. and the Valspar Corp. 
During this period he traveled the 
state of Texas. 

Mac Neil had been associated 
formerly with Snyder Engineering 
Corp., Los Angeles, as secretary- 
treasurer, and more recently, with 
Harris County Navigation District 
as office manager. Previous to com- 
ing with Heitmann, Bering-Cortes, 
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Mac Neil was office manager of the 
Ada Oil Co. for four years. 

Hall comes to the company after 
serving for approximately 10 years 
as branch manager of a local dis- 
tribution center for Montgomery 
Ward & Co. 


= 


John T. Everett Occupies 
New Facilities in Houston 


JOHN T. EVERETT & Co., manu- 
facturers’ representatives with of- 
fices and warehouses in 12 South- 
ern cities, recently moved into 
their new warehouse and offices in 
Houston, Texas. 

According to W. N. Wilkerson, 
president, the new warehouse con- 
tains 21,000 square feet of floor 
space, has a long truck dock along 
one side and a rail siding on the 
other. The new building, which is 
completely insulated, is located on 
a large landscaped tract in Clinton 
Industrial Park and has additional 


Reps Take Break 
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acreage for expansion. 

Igloo portable water coolers, and 
Igloo’s new Fiesta picnic chest, are 
both manufactured in Houston. 
They are sent from the two plants 
directly to the new Everett ware- 
house where they are labeled and 
shipped. 

Address of the new Everett 
facility is 1234 Gazin St. 


* 


Richardson Assumes Post 
with Chattanooga Royal 


A. Cave RICHARDSON has joined 
the Chattanooga Royal Co., Chat- 
tanooga, Tenn., in an executive 
capacity as announced recently by 
L. O. Morin, Jr., executive vice- 
president. 

Richardson comes to the com- 
pany after 32 years with Com- 
bustion Engineering, Inc., in Chat- 
tanooga. His career with Combus- 
tion began in 1927 as a coopera- 
tive engineering student at the 
University of Tennessee. He left as 
executive assistant to the vice- 
president of manufacturing for the 
entire Combustion Engineering 
Corp. 


at Slaymaker Meeting 


Southern representatives enjoying a coffee break during the annual Slaymaker 

Lock Co. sales meeting held recently in Lancaster, Pa., are, left to right: 

Waddy West, Jr., Memphis; James G. Moran, Atlanta; Marvin Schwartz, Char- 
lotte; and J. B. McDonald and William Pou, Dallas. 
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IN RAPIDSEAL CAST BRONZE AND VWROT 


SOLDER-JOINT PRESSURE FITrinGcs 


To satisfy every preference and need, Grabler offers you both CAST Bronze and WROT Solder- 
Joint Pressure Fittings. And, to help you—each type is available in sturdy and convenient 
easy-to-handle cartons. Actually you will be paying less for Grabler Rapidseal Fittings because 
packaging reduces handling—and keeps fittings clean, ready to use. Wholesalers find them easy 
to stock, easier to inventory—helps you get what you need for the job when you need it. Whatever 
your choice—CAST or WROT, ask your wholesaler for GRABLER Solder-Joint Fittings—depend- 
ability that doesn t cost you a single extra cent. 
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ORDER FROM YOUR WHOLESALER 
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SQUARE GEE — The Symbol of Quality — Service — Distribution 

















WAREHOUSES . 
PROVIDING New York Bostor ncinnati St. Louis Minneapolis 
DEPENDABLE Philadelphia Atlanta Dallas Detroit San Francisco 
SERVICE TO New Orleans Pittsburgh Chicago Denver Los Angeles 


WHOLESALERS : 
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MARK I CHALLENGER 
SINGLE ENGINE $189 


RETAIL 


Hore’s 


why 


: © Our dealer discount is among the highest, if not the highest, in the industry. When you 


You can make a lot of money 
selling SIMPLEX ... America's Finest Racing Kart 


@ Simplex Karts have and will consistently outsell any and all other Karts on the market 
because the quality is obvious and the combination of standard features are unmatched 
by anyone. 


consider that we pay the freight and charge nothing extra for crating as some do, our 
dealer profit structure is perhaps the highest in the industry. 

@ We have a complete dealer help program. 

and Parts you will sell. 

asked by prospective Kart dealers. 


@ With the largest production capacity in the industry Simplex can deliver all the Karts 
Send for our complete Dealer Brochure with the answers to all of the questions most often 
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MARK Il CHALLENGER 
DUAL ENGINE $269 
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RETAIL 


SIMPLEX MANUFACTURING CORPORATION 
540 North Carroliton Avenue, Department SH, New Orleans 19, Louisiana 
18 For more information use Handy Return Card, Page 51 





American Kart Mig. 
> Association 
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PETERS 


means 


to your customers! 


That's why it pays to 
stock, display and push the 
entire power-packed line of 


PETERS “High Velocity” | 


sporting ammunition. | 


PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, tne, 
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HELLO, Fotks—Well, it’s June 
again, the month for brides, grad- 
uates and the Texas Wholesale 
Hardware Convention and the An- 
nual Meeting of the Texas Hard- 
ware Boosters Club . . . Earle Hol- 
land has done a bang-up job as 
chairman of the Entertainment 
Committee and has a good pro- 
gram all lined up—maybe not as 
good as all that expensive, import- 
ed talent we had last year... (For 
the benefit of our out-of-state 
readers, the Boosters put on the 
floor show last year). 


Gene Hurless stil! looks a little 
pale after eating the cigarettes, 
matches, cigar wrappers, etc. last 
year ... Rob Ell Cox, Coleman Mc- 
Mahon, Earle Holland, Bob Mc- 
Clure and Al Hamilton still walk 
with a little swing after practicing 
so long on the Hula Dance... Also, 
Jack Barnard, Scott Pooge, Vernon 
Haynes and I have given up trying 
to sing for good . . . The best part 
of the floor show was never seen 
by the audience . . . The boys in 
their grass skirts, padded bras and 
blonde wigs were waiting for their 
turn out on the balcony of the 
hotel. From the street they looked 
like girls, and boys in cars kept 
blowing their horns and waving... 
These jokers were waving back 
and had several fellows hanging 
out the car windows looking... . 
That was a year ago, but we sure 
had fun . . . Gene Dubey worked 
awful hard on the program not to 
mention the work he and Bill Neil- 
son put in on their skit. 


This convention has all the pos- 
sibilities of being one of the best, 
not only for entertainment but for 
business as well . . . When the 
Boosters register, their room num- 
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Southwest Ramblin's 


By JIMMIE McKIE 


The McKie Co. 
San Antonio, Tex. 


ber will be put on the registration 
card and a list of all present with 
their hotel and room number 
printed. On Saturday afternoon the 
Boosters are asked to make them- 
selves available for appointments 
with their wholesalers. This doesn’t 
mean that a Booster stay in his 
room all afternoon if he has 
no appointments! 2:00 P.M. — NO 
APPOINTMENTS — GET LOST. 


For the benefit of you folks who 
are attending the buffet Friday 
night, the costume is Hawaiian. 
.. . Bring your loud shirts, dresses, 
bikinis, sarongs, hula skirts, etc. . . 
Let’s all go in some costume—you 
will have a lot more fun. 


On Friday, April 29th, Roland 
Ponce, general manager of all the 
Galbraith Steel & Supply Co. 
branches, passed away in a Lub- 
bock hospital from pneumonia .. . 
He had not been too well all this 
year, but had an upset stomach 
for a couple of days before the 
folks at the office could get him to 
go to the hospital and he died the 
next night . . He is survived by a 
son and two daughters. 


Last month several Boosters 
dropped by the office to say hello 
—Bob Wood, Doug Maclay, Chap 
Anderson and Dunk Smith. 

Down in Corpus Christi I ran 
into Jess Brown, Ben Stabile and 
Jerry Tarter ... In San Antonio 
during Fiesta Week someone had 
broken into Jerry’s car and stole 
all his clothes .. . He gave me a 
magnetized therometer to be used 
in the car that is quite the thing 
. . » Joe Wood, Raymond Holland 
and W. T. Harris at Corpus Christi 
Hardware report everything ship- 
shape .. . Raymond said his secre- 
tary wanted to know what a 
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Molasses Gate was, (Story in April 
issue). 


Another retail hardware dealer 
has been elected to public office 
.. . In Seguin Arthur (Jap) Viv- 
roux, Vivroux Hardware, has been 
elected treasurer—had his picture 
in the San Antonio paper. (When 
was it taken, Jap?). 


One of the Gold Dust Twins 
(Torbron and Dittmar) has been 
under the weather . . . Joe Torbron 
is recuperating at his home in 
Austin, was by to see him last week 
and before I left in came Frank 
Jordan, Paul Speaker, Earle Hol- 
land, Ralph Jarlen and Baron 
Creager... Baron was traveling in 
fast company! .. . He said Ralph 
Kirby (pronounced in Georgian, 
Cubby) might be over to San 
Antonio this month for the con- 
vention . . . We knocked a good 
dent in Joe’s refreshment cabinet, 
kept him sitting up too long, left 
a mess for Mary to clean up and 
then adjourned to the Villa Capri 
for dinner .. . This contingent was 
on the way to San Antonio to 
complete the arrangements for the 
convention. 


C. W. (Swede) Swenson has been 
very sick again according to the 
folks at Walter Tips... Don’t have 
much news except he had been out 
about six weeks . . . Came back to 
the office for three days, which 
was a mistake, and had a little 
relapse . . . Carl Johnson, Robert 
Tips and Walter Sandberg report 
business is picking up . . . Curtis 
Pollard and Dempster Sherman in 
good spirits at W. H. Richardson 
Co. 


Heitmann - Bering - Cortes in 
Houston have a new sales manager, 
Ray Maxwell. Haven’t met him 
yet but will call on them today... 
He came to them from Valspar, 
I’m told. 


Had a pleasant chat with Frank 
Brown of Sabine Supply Co. in 
Orange and Elmo Beard at Tyrrel) 
Hardware in Beaumont... . They 
report conditions in their local 
territory the same as the other 
wholesalers — business down in 
March and April, better in May... 
Both promised they will be in San 
Antonio this month. The city of 
Orange (I guess) has finally fixed 
that street into the turning basin 
where Sabine is located .. . Can’t 
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call it “chuck-hole avenue” any 
more, 


At Waco Hardware I learned 
that O. E, Mehnert’s brother-in-law 
had passed away... J. P. Brewing- 
ton, Charlie Varnell and “Hiz- 
zonner” J. W. Barnes, who will 
be the new president of the Texas 
Wholesale Hardware Association, 
report everything all right with 
them .. . They had a board meet- 
ing that afternoon so didn’t have 
too much time. 


At San Antonio Machine & 
Supply Co. in Waco all the wheels 
were out .. . Hugh McIntyre and 
J. C. Teat were out “shaking the 
bushes” with salesmen and Mr. 
Neece was in Houston. 


Jack Caraway at Peden con- 
templating a dealer show in 
August... Jack Neely at Amarillo 
Hardware and Gene Smith at 
Oklahoma Hardware already have 
shows set for August... Some of 
us are going to have to be twins 
again when the shows fall on the 
same weekend. . . Rough Gambrell 
having trouble with the order 
fillers on the Pyrex special sets 
which have the same number as 
the regular stock . . . Imagine quite 
a few of you have had this trouble. 


I have a new compadre who will 
be calling on you folks in Louis- 
iana, Arkansas, Mississippi and 
Western Tennessee with my lines 
. . . A H. (Mac) Magruder who 
hangs his hat in Jackson, Missis- 
sippi . . . Most of you know him 
now (R. D. Werner Co.) ... He 
will still have this line as an agent. 


This is about all for now—see 
you in San Antonio. . . Adios. 


* 


Cosco Enters 25th Year 
with Record ‘59 Sales 


HAMILTON Cosco, Inc., Colum- 
bus, Ind., one of the nation’s 
largest manufacturers of metal 
housewares products and office 
chairs, set a new high in 1959 for 
company sales and earnings. 

Sales exceeded $25,000,000 for 
the first time in the company’s 
history and amounted to $25,- 
414,949 as compared to $22,631,082 
for 1958, the previous high year. 
This is an increase of 12.3%. 

The record sales figure occurred 
as Hamilton Cosco, Inc. began 
celebration of its 25th anniversary 
year in 1960. 


Beck & Gregg Merchandise Show 
Pianned for September 4-7 


BecK & GREGG Hardware Co.’s 
annual Fall Merchandise Show is 
scheduled for September 4-7 and 
will again be staged in Atlanta’s 
Biltmore Hotel. 

As in the past, the show will 
commence on Sunday of the Labor 
Day week-end to permit the 
widest possible attendance of cus- 
tomers served by the company 
throughout its five-state area. 

The show will open at 2:00 P.M. 
on Sunday, September 4 and will 
remain open until 9:00 P.M. For 


the remaining three days the hours 
will be from 8:30 A.M. to 9:00 
P.M. 

More than 135 manufacturers 
will participate in the show which 
will spotlight many new lines of 
merchandise as well as many Fall 
Specials. 

Prizes will be given in each 
booth and these will be supple- 
mented by master prizes, plus a 
grand prize which will be award- 
ed on Wednesday, the final day of 
of the show. 


Alchar Trade Show 


More than 90 dealers turned out on a February evening for the trade show 

held in Miami by Alchar Co., Inc., wholesalers with headquarters in the 

Fiorida city. Sponsored for dealers in the South Florida area the show was 
well received, according to Sales Manager George Higgins. 
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INDUSTRY NEWS 


Walter E. Kuhn 


Oklahoma Hardware Adds 
Three Representatives 


OKLAHOMA Hardware Co. of 
Oklahoma City announces the ap- 
pointment of three new territorial 
representatives in the respective 
areas where they reside. They are 
Walter E. Kuhn, who lives in 
Wichita, Kansas, and Burt Bullard 
and Ralph Cheney, both of Lub- 
bock, Texas. 

The appointments bring the 
traveling sales force of the com- 
pany up to 30, according to E. B. 
Saul, manager, dealer services. 
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Sunbeam Corp. Acquires 
John Oster Companies 


SUNBEAM Corp. stockholders ap- 
proved the acquisition of John 
Oster Manufacturing Co. and re- 
lated John Oster companies to be- 
come wholly-owned subsidiaries, 
at a special meeting held in Chica- 
go recently. The action, which 
marks Sunbeam’s diversification 
into the electronics § industry, 
authorized charter amendments 
enabling an exchange of 230,000 
shares of Sunbeam stock for the 
assets of the parent John Oster 
company, a Mexican subsidiary 
and three domestic subsidiaries, all 
held principally by the Oster 
family. 

Robert P. Gwinn, president of 
Sunbeam, told the stockholders 
that no changes affecting John 
Oster Manufacturing Co. manage- 
ment or personnel were planned. 

In addition to the John Oster 
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Burt Bullard 
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Ralph Cheney 


Avionics Division producing the 
electronics cormponents, the John 
Oster Manufacturing Co. is a pio- 
neer maker of barber and beauty 
supply equipment, health appli- 
ances and electrical housewares. 
The company’s sales for 1959 were 
reported to be in excess of $35,- 
000,000. It employs a total of 2,600, 
with plants at New Ulm, Minn., 
and McMinnville, Tenn., in addi- 
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tion to its Milwaukee headquarters 
facilities and its Racine plants. 
& 


Pendleton Tool Holds 
Southeastern Meeting 


REPRESENTATIVES for Pendleton 
Tool Industries met in Atlanta, 
Ga., May 9-10 for a Southeastern 
Regional sales conference. 

The meeting was conducted by 
Marvin S. Bandoli, vice-president 
of marketing for Pendleton; A. L. 
Platky, vice-president of sales for 
P & C Tool Co.; and N. E. Bartoo, 
president of Duplex Manufactur- 
ing Co., Fort Smith, Ark. 

Those in attendance included 
Bob J. Messer, regional sales man- 
ager of Proto Tool Co.; and the 
following Southeastern district 
representatives for Pendleton Tool 
Industries: C. O. Hancuff, St. 
Petersburg, Fla.; Louie Reid, Bir- 
mingham, Ala.; Bill Jayne, Atlan- 
ta, Ga.; Bob Drury, Richmond, 
Va.; Jack O’Keefe, Charlotte, N. 
C.; Ben Wile, Louisville, Ky.; Walt 
Ward, Columbia, S. C.; and Jim 
Hamer, Jacksonville, Fla. 


Two Receive Estwing Gold Hammer Award 


W. H. Harper and F. S. Woodell of the Henderson and Baird Hardware Co., 
Greenwood, Miss., recently were given the Estwing Gold Hammer award for 50 
years’ service to the hardware industry. Woodell has completed more than 50 
years; Harper, more than 57. The award is given by Estwing Manufacturing Co., 
Rockford, Ill., to people who have served in the hardware field for a half-century 
or more. Ernest Estwing heads the company which manufactures the “unbreak- 
able" one piece steel and leather handled hammers and hatchets. The award 
itself is a full size 14 karat gold-plated Estwing hammer mounted on a plaque. 
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“| want 
some of 
these... 


... the very first words as your customer walks 
in looking for any conceivable type of bolt, 
nut or screw. There are probably more types, 
sizes, shapes and finishes in bolts, nuts and 
screws than in any other line you carry. 

. . and your customer expects you to have 
just exactly what he has in his hand because 
he knows yours is the place to find it. 

. and Screw and Bolt is the line you can 


SCREW AND BOLT CORPORATION 


Formerly Pittsburgh Screw and Bolt Corporation 


P. O. Box 1708 


‘eseeae 


turn to. You know that’s where YOU can 
find it. It’s America’s most complete line of 
bolts, nuts and screws. There’s no reason for 
you to carry any other line. More and more 
distributors are switching to the Screw and 
Bolt line. 

Mark the “Screw and Bolt” line in your 
want book today... satisfy your customer when 
he says “I want some of these...” 


OF AMERICA 


Pittsburgh 30, Pennsyivania 


DIVISIONS: Pittsburgh « Gary « Southington Hardware « American Equipment 


AMERICA’S MOST COMPLETE LINE OF INDUSTRIAL FASTENERS 


For more information use Handy Return Card, Page 51 





INDUSTRY NEWS 


Albany Hardware Holds 
Well-Attended Show 


AN ENTHUSIASTIC group of deal- 
ers viewed the lines exhibited by 
40 manufacturers at the Dealers’ 
Hardware Show held March 29-31 
by Albany Hardware Co., Inc., Al- 
bany, Ga. 

The successful event was held in 
the National Guard Armory, lo- 
cated two blocks from the com- 
pany’s warehouse. Participants had 
booths in the main hall which is 
60 x 90 feet while two side rooms, 
20 x 60 and 20 x 80 feet, were 
used to display items not in 
booths. 

Booth 


space, ranging in size 





from 8 x 8 to 8 x 12 feet, was made 
available to the selected group of 
manufacturers free of charge. 

Over 75 unsolicited prizes in ad- 
dition to a Grand Prize were given 
by the wholesale organization as 
an added attraction at the Show. 
The awarding of prizes in in- 
dividual booths was ieft to the dis- 
cretion of the individual manufac- 
turer. 

The attending dealers were of- 
fered numerous “special” prices 
which were withdrawn when the 
show closed. 

Albany Hardware Co. is headed 
by K. B. Hodges, president, and 
Rex Hubbard, vice-president and 
general manager. 


Dealers attending the Show sponsored by Albany Hardware Co., Albany, Ga., 
found the manufacturers’ booths loaded with new and “special-priced™ items. 
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CONVENTION DATES 


National Events 


The Lawn Mower Institute, Inc., Wash- 
ington, D. C. Eighth Annual Conven- 
tion, June 12-16, Shawnee Inn, 
Shawnee-on-Delaware, Pa. 


National Housewares Exhibit, July 11- 
15, Atlantic City Convention Hall. 
Sponsored by the National House- 
wares Manufacturers’ Assn., 1130 
Merchandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 10-14, Sheraton Hotel, 
Philadelphia. Sponsored by the Na- 
tional Retail Hardware Assn., 964 N. 
Pennsylvania St., Indianapolis 4, Ind. 


National Hardware Show, October 10- 
14, Coliseum, New York City. Frank 
M. Yeager, managing director, 331 
Madison Ave., New York 17, N. Y. 


National Wholesale Hardware Assn. 
joint annual convention with the 
Americon Hardware Mfrs.  Assn., 
Oct. 16-19, Atlantic City, N. J. Head- 
quarters, Dennis and Shelburne Ho- 
tels. Thomas A. Fernley, Jr... NWHA 
managing director, 1900 Arch St., 
Philadelphia 3, Pa. Arthur L. Faubel, 
AHMA secretary, 342 Madison Ave., 
New York 17, N. Y. 


Regional Events 


Texas Wholesale Hardware Assa., June 
16-18, at Hilton Hotel, San Antonio; 
Howard Weddinston, 1327 National 
City Bldg. Dallas 1, secretary- 
treasurer. 


Sharp-Horsey Hardware Co., Atlanta, 
Ga., Annual Trade Show at Atlanta’s 
Biltmore Hotel July 31 - August 3. 


Beck & Gregg Hardware Co., Atlanta, 
Ga., Annual Merchandise Show at 
Atlanta’s Biltmore Hotel. September 
4-7. 


Materials Handling Clinic, September 
13-14, Ellis Auditorium, Memphis, 
Tenn. Sponsored by The Young 
Rebels of the Southern Wholesale 
Hardware Association, 806 Peachtree 
St., N. E., Atlanta, Ga. 

BABA LALA LEE OOOO oOroeyy—ee—r 
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“PENN REELS 
give Fishermen what 
they want in a Reel... 


AND, THEY ARE THE EASIEST TO REPAIR 
WITH AN ABSOLUTE MINIMUM OF PARTS” 


J. C. GUERRANT, JR. 
New York Hardware Trading Co. 
Los Angeles 13, Calif. 


ny ines sea Se ee oo ee CO ee a 
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PENN JIGMASTER #500 


For “Squidding"™ in the Atlantic 
or Jigging”™ in the Pacific. 


New York Hardware is one of the largest and best 
equipped tackle establishments in Los Angeles and is 
famous for good merchandise and exceptional service. 


*‘Some dealers may not know that the PENN REE ts are the fastest selling 
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oldest or the newest, the largest or the 
smallest PENN REELS can be repaired 
with a minimum stock of parts,’’ says 
J.C. Guerrant, Jr. a dealer in Los Angeles. 
“PENN REELS must be good,”’ he con- 
tinues. ‘“‘No major internal change has 


been necessary since the first reel design.”’ 


reels with dealers everywhere because 
these sturdy, U.S. made reels are the 
most wanted reels with fishermen every- 
where. Ask your authorized PENN jobber 
about a suitable selection of PENN REEL 
models for your area to build more store 
traffic and more sales for you. 


STOCK AND SERVICE PENN REELS 


Penn 
\REELS” PENN FISHING TACKLE MFG. CO. 


3028 W. HUNTING PARK AVE 


For Extra Sales Volume 


e PHILADELPHIA 32, PENNA 


For more information use Handy Return Card, Page 51 





INDUSTRY NEWS 


Therrel to Represent 
Ludiow Products Corp. 


LupDLOW Propucts Corp., Sche- 
nectady, N. Y., announces the ap- 
pointment of Ashton Therrel, 
2045 Golfview Dr., N. W., Atlan- 
ta, Ga., as representative in the 
Southeast District including Geor- 
gia, Alabama, Florida, and East 
Tennessee. He will represent the 
company carrying a complete line 
of electric paint removers, electric 
rutty softeners, and electric char- 
coal igniters. 


* 


Atkins Appoints Adams 
As Field Sales Manager 


In announcing the appointment 
of Robert J. Adams as hardware 
field sales manager of the Atkins 
Saw Division of the Borg-Warner 
Corp., SOUTHERN HARDWARE, 
in the May issue, inadvertently 
indicated that R. V. Merrell would 
fill the post. To set the record 
straight, Mr. Merrell is the gen- 
eral sales manager of the Atkins 
division. 

R. V. MERRELL, general sales 
manager, Atkins Saw Division, 
Borg-Warner Corp., has an- 
nounced the appointment of Rob- 
ert J. Adams to hardware field 
sales manager. 

Adams, a 20-year veteran with 
Atkins, has experience in virtually 
every phase of hardware tool sales 
and service. For the past 10 years 
he has travelled the Central States 
area of Indiana, Michigan, Ken- 
tucky, West Virginia, and Ohio as 
field representative. 

In his new capacity, Adams will 


Robert J. Adams 





(Continued from page 24) 


report directly to F. S. Sheppard, 
hardware sales manager, and be 
responsible for all field training, 
coordination of field activity, pro- 


motions, and show participation. 
He will assist also in agent, job- 
ber, and dealer sales meetings, it 
was announced. 


Orgill Tops Record in Club Aluminum Sales 


George Phillips, center, housewares buyer for Orgill Brothers in Memphis, is 

shown receiving Club Aluminum's top sales award for 1959, presented to Orgill in 

recognition of being the leading distributor on Club Aluminum Cookware for the 

year. Making the presentation is C. F. Cecil, right, executive vice-president and 

sales manager of Club Aluminum, and Robert Chesser, left, Club district manager 

in the area. Orgill Brothers also won this award in 1957 but this year attained 
the highest sales volume it has ever achieved on Club Aluminum. 


Schoellkopf Receives Club Aluminum Award 


“For Outstanding Sales Achievement in Merchandising Club Aluminum — 1959" 
reads the engraving on the plaque being presented to executives of the 
Schoellkopf Co., of Dallas. Pictured left to right are Don Grismore and Gene 
Ruffing, district and regional sales managers for Club Aluminum, and Schoelikopf 
executives Jim O'Neil, sales manager — Hardwore Division; C. D. Foster, 
housewares buyer; C. T. Ellis, vice-president; and G. H. Norsworthy, president. 
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about 


LUMBIAN Rope Products 


... aroused by 


@ National Advertising 


COLUMBIAN is a firm believer in pre-selling the consumer before he 
comes to the point of sale. Over the years, COLUMBIAN has been a heavy 
advertiser in those books that appeal best to the greatest number of your 
prospective customers. This spring, for instance, COLUMBIAN will run a 
full color advertisement as part of an 8 page section entitled “NAUTICAL 
MATES.” You'll find it in YACHTING, MOTOR BOATING, POPULAR 
BOATING, BOATS and OUTBOARD MAGAZINES. 





... encouraged by 


@ Modern Merchandising 


COLUMBIAN insists that the dealer who displays COLUM- 
BIAN PRODUCTS will sell more of them . . . to more people 
. more of the time. Over the years, COLUMBIAN has 
developed some of the most effective merchandising pieces 
for dealers to be found anywhere. Each of them successfully 
shows the maximum amount and types of ropes in the mini- 
mum amount of space. Each of them successfully has in- 
creased the number of sales without increasing the direct 
sales cost per item. Result — more dealer profit and more 
COLUMBIAN sales. Everyone wins . . . no one loses. 


... is Satisfied only by purchasing 


e Quality Products 


COLUMBIAN began in the cordage business with one guiding principle: 
use the best equipment and techniques to turn the finest raw materials into 
the finest products on the market — bar none! And, over the years, CO- 
LUMBIAN research facilities have achieved more “firsts” on the market 
than any competitor. Today, COLUMBIAN stands without a peer in the 
variety of its rope and twine line as well as the quality of each product. 
You can sell COLUMBIAN with pride. 
IF YOU ARE NOT ALREADY A COLUMBIAN DEALER 
DON’T YOU THINK IT’S ABOUT TIME TO BECOME ONE 


For full information, write: 


COLUMBIAN Rope Company 


Auburn, “The Cordage City,” N. Y. 
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FISHERMEN want the HIKERS,CAMPERSwant BEGINNERS want this FAMILIES want the 101 
new 101 fortheirkits.And this handy, light, com- safe, well-balanced for informal shooting. It’s 
it’s a great utility pistol pact pistol for varmints, handgun. Must be loaded, fun toshoot this new, safe, 
for trappers and hunters. pests, plinking, targets. cocked for each shot. single shot pistol! 


WANT THIS PISTOL! 


SAVAGE 101 
single shot pistol 


22 Caliber, long °“” 


rifle, long or short ws 


Here it is...the safe, dependable handgun for you to sell in volume...the 
new Savage 101! This single action, single shot pistol, built on authen- 
tic Old West lines, has the feel of a fine revolver. Never before did any 
handgun pack so much sales appeal for so many people. 


The Savage 101 is a quality product with exceptional safety as an out- 

standing added feature. The unique rebounding hammer prevents 

the gun from firing unless the trigger is pulled. One-piece barrel and 

+ cylinder means no flash or lead-spitting, assures maximum accuracy 
Forloadingana from the precisely rifled barrel. 


ejection, barrel : 7 
and cylinder Cash in on the brand-new handgun market opened up for you by the 


swingoutasunit. mew Savage 101. Place your order with your Savage Distributor now! 


qe savage / Stevens / FOX 


4 


To Build Volume Sales for you, Savage advertising features the 101 in these 
leading magazines: Field and Stream, Outdoor Life, Sports Afield, American 
Rifleman, Guns Magazine, Guns and Ammo, Fur-Fish-Game, True West. 
Savage Arms Corporation, Sporting Arms Division, Chicopee Falls, Massachusetts. Prices 
subject to change without notice. Slightly higher in Canada. 
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Kepldagin \eads the way to BIGGER PUMP PROFITS! 


CONVERTIBLE JETS 
to dominate a booming market 


Nation-wide industry sales of convertible jet water systems are up 
approximately 35% over a year ago. Rapidayton wholesalers and deal- 
ers are riding high on the crest of this profit wave. The reasons are 
simple. Tait aggressively developed the market for two-jet-pumps-in- 
one: producing quality water systems that can be used, without addi- 
tional pump parts, for either shallow or deep wells; systems that are 
easier to stock, easier to sell, and easier to install. And Rapidayton 
competitive prices are the result of advanced manufacturing methods 
and skills, not compromises in design and materials . . . Today there 
are three packaged convertible systems in the broad Rapidayton line. 
No matter what your competition, you can meet it—and beat it —with 
a Rapidayton quality convertible jet. Stock Rapidayton today. 


Convertible CHAMPION* —The Cham- 
pion sets the standard for all modern 
convertibles. Every feature, every part 
is of the supreme high quality which 
has all but disappeared from most 
competing lines. Yet the Champion is 
priced among the lowest. For wells 0 
to 80 ft. 14 and 1, h.p. capacitor motors. 
Capacities to 810 g.p.h. Three tanks. 


Convertible JETSTAR* — One highly- 
competitive low-priced pump for any 
installation 0 to 80 ft. Real versatility 
and maximum profit from simplified 
inventory. Quality-built for outstand- 
ing performance and long life. 44 and 
\, h.p. 56-frame complete motors with 
overload protection. Capacities to 750 
g.p.h. Three tank types. 


be oho" 


ut, 


division 


A ae 


The Tait Manufacturing Company, 


© isco tart mFG. co. *TRADEMARE 
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Convertible TWIN CHAMPION *— Deluxe 
two-stage convertible, the ideal system 
when extra pressure is wanted from 
a shallow well, or both extra pressure 
and capacity from a deep well. Pumps 
full capacity at 40 lbs. pressure. For 
wells 0 to 150 ft. % to 1% hp. heavy- 
duty motors. Capacities to 1250 g.p.h., 
and pressures to 80 lbs. 


Dayton 1, Ohio 


For more information use Handy Return Card, Page 51 





Reap a harvest of profits with 


TEED Bale ties—Coiled baling wire 


TRAST MARK 








Dixisteel Coiled Baling 
Wire is now available 
for these automatic 
balers: 


@ John Deere 

@ Oliver 

e New Idea 

@ International Harvester 
@ Minneapolis Moline 

@ New Holland 








Cattle raising continues to increase in Dixie. This calls 
for more hay and forage. The result is greater demand 


for bale ties and baling wire for automatic balers. 


Be ready when harvest time comes. Have plenty of 


DixisTEEL Bale Ties and Coiled Baling Wire in stock. 


Order now from your hardware wholesaler or jobber. 





ATLANTIC STEEL COMPANY « ATLANTA, GEORGIA 
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Attractive arrangements of gifts and housewares, visible 

from the window, draw passersby inside where browsing 

is a pleasure. John J. O'Brien, left in top photo, assists 
his father, in checking in new merchandise. 
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By Bob King 


Southwestern Editor 


c TAKES ONLY a quick look inside Wynne- 
wood Hardware to see that housewares and 
giftwares comprise the leading volume sales 
lines for this store. More than 50 percent of 
the floor space is made up of mass displays of 
all types of these fast selling items. 

The store, located in the Wynnewood Shop- 
ping Village in suburban Dallas, Texas, has 
from its entrance to the far back wall gifts 
and housewares of all colors, sizes and prices, 
attractively situated on display counters and 
on the walls. 

The eye-catching displays are no accident. 
P. L. O’Brien and his two sons, M. J. and 
John O’Brien, who own and operate the firm, 
purchased the store in 1951. 





Realizing the importance of lay- 
out and utilization of floor space, 
they called in an organization to 
help. The firm provided design 
engineers to work out the floor 
and display areas in a scientific 
manner—one that would be most 
likely to tempt customers to stroll 
through the aisles looking over the 
gifts and housewares arrange- 
ments. 

The O’Briens feel that this is 
one of the reasons they annually 
have about a six-time turnover in 
housewares and giftwares, doing 
more than $45,000 in sales volume 
during the year. They consider it 
so important that the design 
engineers are called in at least 
every two years to improve on the 
store’s layout. 

“But,” they quickly point out, 
“there are a number of other 
reasons.” 

The O’Briens are very pro- 
motional minded in their business, 
which is proved by the fact that 
they have three times been rated 
as the top hardware retailer in 
Texas for their promotional activ- 
ities during the special contest 
held during National Hardware 
Week. They won this award in 
1954, 1955, and 1956. In 1956, they 
were rated second in the nation 
in promotional activities in the 
opinion of the judging committee 
of the National Hardware Week 
contests. 

Another factor that the owners 
consider has helped toward a high- 
ly successful business in giftwares 
and housewares is the excellent 
location of the store itself. Located 
on a corner in the heart of the busy 
Wynnewood Shopping Village, it 
is ideally situated to attract cus- 
tomers. 
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Mary Campbell, left, 
and Sue Hunt handle 
sales in the gift and 
housewares section. 
Mrs. Hunt also does all 
of the buying for the 
department and is an 
expert in home deco- 
rating. 


woocd 
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P. O. O'Brien, left, one of the owners of Wynnewood Hardware, is inter- 
viewed by a mobile reporter for a Dallas radio station. He tells a 
radio audience of the many special items in gifts and housewares. 


Two large plate glass windows 
are used to display merchandise 
on two streets. The entrance to 
the store is right at the corner of 
the block. One entire window, the 
larger of the two, is filled with 
housewares and some appliances. 
A customer passing by can hardly 
resist stopping to look at the 
colorful displays and on into the 
interior of the store where the 
many attractive housewares dis- 
plays are stocked in wide varieties. 

The O’Briens keep a careful 
check on the selection of their gifts 
and housewares stock, but since 
this department is most often visit- 
ed by women customers, they have 
two women working in this section 
who are more capable of answer- 
ing the ladies’ questions. 


Sue Hunt, one of the women, 
does all of the buying for the gift 
and housewares department. Mary 
Campbell supervises the house- 
wares sales. Mrs. Hunt is termed 
an expert by the O’Briens in that 
she can advise what type of gift- 
ware should go with certain 
periods of furniture, color com- 
binations, and style of room. 

She visits all of the house- 
wares shows in order to see that 
the store is stocking top quality 
items of new design. 

“We have a first-class clientele 
in our area,” she says, “and for 
that reason we are quite selective 
in choosing the items we purchase. 
We try to see that it is of the best 
quality, attractive and different.” 

(Continued on page 60) 
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A Houston store bids for the "platter" trade 


to bridge the gap between 


e customer 


and the 


big-ticket sale 


“Dealers ... must do everything possible to build up at least one ‘heavy 


traffic’ department. It may be gardening equipment, giftwares, sporting 


goods, or—as with Harold's Bunker Hill store—phonograph records." 


The up-front location and unusual murals make a traffic-stopper of 
Harold's record department. Above Willard Prybiek demonstrates an album 
in the soundproof room which is furnished with top-notch equipment. 


SOUTHERN HARDWARE for JUNE, 1960 


By Margot Mejia 


tena merchandise is no 
stranger to hardware stores of 
today. But the means of bringing 
the customer into buying-contact 
with it have been “chancy” and 
expensive. Consequently, the hard- 
ware dealer is left with a poor 
choice between lavish advertising 
of appliances and the like or the 
hope that possible exposure to big- 
ticket items would bring about 
their sale. It takes a long chain of 
deductive thinking—plus a similar 
amount of gambler’s courage—to 
foresee how the lowly phonograph 
record could bridge much of the 
gap between customer and big sale. 
Harold’s Hardware of Houston 
justifies its infant record depart- 
ment on three counts—it brings 
traffic into the store; it has already 
led directly to sales of expensive 
stereo and hi-fi equipment; and 
it provides a natural, easy ex- 
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This outdoor sign which prominently 
calls attention to records is seen daily 
by hundreds of motorists. 


posure to other types of high- 
price merchandise. 

Although Harold’s chain of 
hardware stores now boasts four 
Houston locations, the more re- 
cently opened Bunker Hill retail 
outlet has the only record depart- 
ment. “In addition to being a mer- 
chandising experiment,” President 
Cal Mogab stated, “we selected the 
new store as a trial ground be- 
cause of its location. We made a 
careful check of this upper-income 
suburban area and learned that 
many of the homes already contain 
stereo and hi-fi equipment, or 
that the owners have the money 
to afford the hobby if we could 
attract them to it.” Then, instead 
of stocking the department and 
trusting to luck, Mogab brought in 
an expert to set the wheels turn- 
ing. Willard Pryblek, a former 
music director for an FM station, 
laid in one of the most representa- 
tive record stocks in the area, pre- 
pared a sales manual and began 
training personnel for the depart- 
ment. 

Currently, nearly every type 
and variety of record, with the ex- 
ception of hillbilly tunes, can be 
bought — popular, children’s, 
standards, and classics. Special 
emphasis is given to stereo platters 
and long-play albums. Because of 
the rapidly-changing trends in pop 
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tunes, Pryblek advised that no 
more than a selection of the top 20 
tunes of the week be stocked in 
single records. He keeps abreast 
of the favorites through lists pub- 
lished by TV and radio stations, 
plus those sent out by distributors. 
“Sometimes a ‘sleeper’ record can 
sneak up on you,” he cautioned, 
“and the only way you can pre- 
vent it is to keep your ears open. I 
start listening when I get a request 
or two for a particular platter. 
When the number of these calls 
gets up to five, I go after it in a 


rhe) 


hurry! 
Leads to Record Section 


At the Bunker Hill store, it 
easily can be said that all roads 
lead to the record section. It is 
featured on the changeable-letter 
sign out front which attracts cus- 
tomers from the parking area of 
the shopping center and is in quick 
view of highway travelers. The 
word “RECORDS” in tall letters 
sits on the store roof just over the 
entrance. It is repeated, along with 
“specials,” on the store window. 
It is played up heavily in the 
firm’s advertising. In a 12-page 
newspaper insert announcing the 
opening of the new store, as much 
as a fourth of the space was given 
to records, stereo and high fidelity 
equipment. It is practically impos- 
sible to overlook this department 
after entering the new, $100,000 
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store. A gaily-colored mural in 
musical theme, done by the firm’s 
versatile vice-president, A. C. 
Cherry, spans an entire wall over 
the section. “One big reason behind 
all this push,” Pryblek comments, 
“is the fact that we’ve got two 
competing record shops in this 
area. Even though we know we 
can beat them so far as a wide 
selection of records is concerned, 
we've still got to hammer home 
that Harold’s means records as 
well as hardware.” 

Patronizing the new record de- 
partment are three customer 
groups which are relatively new to 
a hardware store, the store person- 
nel has discovered. There are the 
newly-marrieds who are adding 
to their record collections and con- 
sidering the purchase of equip- 
ment on which to play them. There 
are the older folks who have dis- 
covered relaxation through good 
music, properly presented. “Then 
there’s the teenagers,” Pryblek ex- 
plained, “and don’t consider them 
solely as an evil. Even though 
they take a little handling, these 
kids have the profitable combina- 
tion of an intense interest in music 
of all sorts—not just the fly-by- 
night tunes and they have money 
to spend on it.” He does not find 
that a great deal of policing is 
necessary with these customers— 
“allow only one record in the 
booth at a time and discourage 

(Continued on page 61) 


Small-fry are new customers to most hardware stores. Because they buy children's 
records here, Harold's believes they will return someday for larger purchases. 
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Fun-in-the-sun 
promotion 


combines 


Garden Supplies 


and 


Sporting Goods 


By Sophie W. Ellis 


ese GARDEN supplies with sport- 
ing goods for a fun-in-the-sun 
promotion gets an extra turnover in 
garden supplies for the Malvern Hard- 
ware Co., Malvern, Arkansas. 
To promote the idea that creating a 
handsome lawn and a thriving vege- 
table garden is on a par with fishing, 
hunting, and camping, Owner R. J. 
Petray surrounds his sporting goods 
department with displays of the new- 
est and most attractive gardening sup- 
plies. 
Radio and newspaper advertising 
also links these two lines which for- 
merly, in the minds of customers, were 
considered slightly antagonistic. 
The peg on which Owner Petray 
hangs his garden supplies promotions 
is that work takes the form of play 
when new tools and modern gadgets 
are employed for yard work. All men 
and boys enjoy using modern tools, 
he insists. Just as half the pleasure in 
hunting and fishing is derived from 
good equipment, so does yard work 
become recreation when the worker 
uses a tool advertised as “the easiest- 
working shears ever made for groom- 
ing the lawn.” 
Petray keeps alert for the newest 
novelty items in garden supplies, pro- 
vided they have good sales potential. Promoting the idea that work can be fun, Malvern Hardware 
He tries to be the first in his area to Co. displays quality garden and lawn supplies along with 
show a new hedge trimmer or some- Se a who ont eager customers for fishing 
sagt , d r ; + not only earn fr own money with lawn an 
thing Mane gerden work, they quite frequently talk Ded inte buying : 
¢ » expensive power mower. 
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Lamar Bridges waits on customer at 
cash register. Store entrance is to 
Bridges’ right. Display of light bulbs 
mentioned in story is between Bridges 
and entrance. Fishing tackle is dis- 
played back of cash register. Below, 
Bridges is in the paint department. 
Other than cash register, this is only 
counter in the store. 


HE JoB oF selling is easier 

when merchandise is displayed 
where the customer sees it, Lamar 
Bridges of Bridges-Arwood Hard- 
ware Co., Moultrie, Georgia, has 
learned. 

With 15 years of hardware ex- 
perience behind him, Bridges used 
this principle in laying out his 
new store. He opened during the 
spring of ’59 with an inventory of 
$35,000 and expected to do three 
times that amount by the spring 
of this year. 

“Much of the buying in hard- 
ware stores today is done on im- 
pulse,” Bridges said, “and we have 
arranged our merchandise so that 
every person who comes into the 
store will be attracted to our many 
items. Perhaps he will not buy a 
particular product the day he 
comes in. But he will remember 
seeing it in the store and, when he 
needs that item, he will return 
here to get it.” 

The days when hardware deal- 
ers displayed only a fraction of 
merchandise in counters and cov- 
ered the rest in boxes on shelves 
and in the warehouse are over. 
“That is, if we are to keep up with 
the variety and appliance stores 
that have tended to take away 
trade usually associated with the 
hardware business,” Bridges said. 

The idea that rural trade will 
stay away from modern, attrac- 
tively-decorated stores is not true, 
in Bridges’ opinion. 

“In this day the average farmer 
has as many conveniences as the 
city dweller and his tastes are the 
same. He likes to walk into an 
up-to-date store as much as any- 
one,” Bridges said. 

The display of merchandise is 
especially important in this store 
because it occupies a building with 
Arwood Drugs. Customers of ei- 
ther store enter through the same 
door. There is no partition be- 


By J. O. Paine 


This dealer says--- 


Items seen 
are 


Items sold 





Every available space along the wall 
is utilized by peg board displays. The 
items, such as sporting goods, are ar- 
ranged so that the customer can find 
any article he desires. The products 
sell themselves. Hunting coats, in 
season, are displayed in this arrange- 
ment. There would be space for two 
more gondolas if they were removed. 


tween the two divisions. 

Bridges, who is a partner with 
Arwood in the hardware store, has 
some 2,040 square feet in his half 
of the building for displaying mer- 
chandise. 

Before laying out counter and 
display space he called on a com- 
pany specializing in store fixtures. 
This company sent an architect to 
go over the floor space and to 
draw up a tentative layout. 

The plan finally agreed upon 
called for six gordola-type dis- 
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plays and peg boards on the walls. 
The idea was to give the customer 
the opportunity to handle mer- 
chandise and thus to let the prod- 
uct sell itself. 

The fartherest wall from the 
front door is given to the display 
of paints. A counter in front of 


the paint display is the only one 
in the store, except for the small 
checkout counter at the front. 

The store is well-lighted with 
fluorescent fixtures, with recessed 
lighting over the wall displays. 


The cost of $6,500 for installing 
the fixtures is money well spent, 
according to Bridges, because he is 
able to display twice the amount 
of merchandise as in ordinary 
fixtures. 

A customer walking into 
Bridges-Arwood Hardware Co. 
first sees to his left a display of 
light bulbs. Bridges believes that 
with the bulbs displayed at the 
door, his sales have doubled. The 
customer comes in the store to 

(Continued on page 66) 


Exterior of Bridges-Arwood 
shows how hardware store 
is combined with drug store 
under same roof. Drive-in 
entrance to hardware 
store for trucks is to the 
left of the front entrance 
to both stores. Customers 
entering store are invited 
by attractive display gon- 
dolas to handle merchan- 
dise. The gondolas have 
been arranged with 312 
feet between them. 





Lures Lure Em 


An almost endless variety of baits—?,000 
in all—are the heart of this pro- 
fitable tackle department. 


IVROUX HARDWARE Co., Seguin, 

Texas, does more than $50,000 
sporting goods volume annually, 
and about half of this comes from 
the fishing tackle section. Further- 
more, the tackle department is the 
most powerful lure that brings 
sportsmen to the store to buy 
sporting goods in general as well 
as tackle, declares O. L. Peters, 


By Ruel McDaniel 


department manager. Jap Vivroux, 
president of the company, declares 
that the tackle section is the most 
profitable department in the store, 
on the basis of space occupied and 
investment. 

Lures are the heart of the tackle 


About 1,500 lures occupy the display panels—and O. L. Peters, manager 
of the department, can find any one of them in a matter of seconds. 


section. “Stock and display a lot 
of lures and fishermen just natu- 
rally come in for all fishing tackle, 
because lures are the most im- 
portant items in the fishermen’s 
tackle box,” Peters stated em- 
phatically. 

The department displays about 
1,500 different lures or baits. In 
stock are more than 9,000 dif- 
ferent bait items. 

“Although a lot of different 
types of stores stock some lures,” 
Peters explains, “and many of 
them use lures as leaders, we don’t 
cut prices and we have no com- 
plaints from customers about 
price.” 

The reason for that, he says, is 
that fishermen are much more in- 
terested in buying lures that catch 
fish than they are in what they 
cost. 

“Our customers are of two 
types, and both appreciate a full 
selection of baits,’ Peters con- 
tinues. “One type is not so sure of 
his fishing knowledge and comes 
in for bait advice as well as baits. 
The other knows the local waters 
thoroughly and knows also just 
what lures he wants. Both ap- 
preciate getting what they want.” 

The expert may walk in and 
ask for a certain lure by name and 
model or series number. The 
tackle store or department that 
can give him his lure without 
waste of time or apology for not 
having it will get his business, 
regardless of whether or not other 
stores may stock tackle at cut 
prices, Peters finds. 

Although there are about 1,500 
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Above is a view of the over-all sport- 
ing goods department, with tackle in 
the background, near entrance. At 
right, Manager Peters assists lady in 
selecting her personal fishing tackle. 


different lures on display, Peters 
is so familiar with his stock, and 
he has it so arranged, each item 
with relation to the other, that he 
is able to reach up and pick off 
the customer’s requested item 
without even hesitating to scan the 
board. 

“This makes quite an impression 
on the experienced fisherman,” he 
declares. “And naturally in his 
mind this is the only place to buy 
lures - and other fishing tackle, 
for that matter. Get a man’s lure 
business and he just naturally 
buys whatever other tackle he 
needs at the same place.” 

The occasional fisherman, who 
is not an expert on baits, normally 
comes in and asks Peters, “What 
are they hitting today?” That is 
the key to multiple sales, which 

(Continued on page 42) 





ANNUAL VOLUME IN SPORTING GOODS IS $50,000. 
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Objects in the window displays can be identified from highway. 


Selling 


the ‘out-of-the-way store 


— BETTER mousetrap theory is By William R. Palmer suading people to look them up, 
good, if the public can find the because they are off the beaten 
path to your door! path. To solve their problem, they 

In Tuscaloosa, Alabama, the J. venient location. But until four employed newspaper advertising, 
Oviatt Bowers Co. has a very con- years ago they had trouble per- billboards with clocks, a_ street 
corner display, similar color 
schemes for billboards and store, 
and eye-trap show windows on the 
store itself. 

Disadvantages of the store’s lo- 
cation are that it is on a truck by- 
pass around the heart of town, 
which is little used by shoppers; 
the store is set back from the 
street. on the inside of a right 
angle turn, with a steep hill on 
one approach and a comparatively 
blind corner on the other—both 
factors justifying a driver’s strict 
attention to the road. An addition- 

(Continued on page 67) 








A billboard with clock 

peers over a long 

bridge carrying heavy 

traffic. The company 

finds these signs to 

have the highest at- 

tention value, as does 

the cluster of play- ve 
ground equipment * af ~_ ’ n i Nec 
placed to encounter se sai) age es ae 

traffic's eye. , wie 
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Unlock 


Big 
Volume 


— WHAT is ordinarily a small, 
obscure department, an El] Paso, 
Texas, dealer has developed ter- 
rific volume. Texas Hardware Co., 
owned by M. E. Quinonez, has 
really gotten a lot of mileage out 
of its lock and key department. 

Being a neighborhood store, 
Quinone.: realized that it would be 
necessary for Texas Hardware to 
have useful, helpful service to 
offer customers in order to attract 
and hold the neighborhood trade. 

He decided to specialize in and 
give particular promotion to locks 
and keys. Instead of wasting time 
searching for a locksmith to head 
up his department, Quinonez, who 
also owns International Hardware 
in downtown El Paso, bought a 
manual on lock picking and let his 


By C. Thomas 


Salesman Art Anaya, Texas Hardware, El Paso, cuts a new 
set of keys for a lock which he has dismantied, changing 
the tumblers. This 12-minute assignment netted slightly 
over one dollar, but these small jobs frequently result in 
larger sales, since it will be noted that lock work is done 
at machinery located close to paint and plumbing supplies. 


store manager and a sales clerk 
he had transferred from the down- 
town store learn on an assortment 
of old locks. 

Learning to pick locks is as in- 
teresting as it is profitable; and it 
takes an amazingly short time to 
learn. In their spare time, Paul 
Bailey, store manager, and Art 
Anaya, sales clerk, picked it up in 
about two weeks. 

The tools, called picks, cost less 
than $10, and never wear out. In 
addition, there is a small invest- 
ment of $10 to $12 in new tumblers 
and springs. But for $25 or less, 
you can be in the lock pickin’ 
business. 

In a typical situation, a landlord 
will come in to see about buying a 
new lock. One of his tenants has 
moved out, taking the keys with 
him. Of course, the landlord re- 
tains the customary nominal key 
deposit; but what is that toward a 
lock that costs as much as $17.50? 

True, the landlord could, for 
about $7, buy a lock set, if his door 
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were fitted for that type; but the 
majority of rental houses come 
with a two-piece lock set, to pre- 
sent a more impressive front-door 
appearance. 

Texas Hardware informs the 
landlord that if he will bring in 
his old lock, they will make him a 
new set of keys. The cost is $1 for 
the first key, and 35 cents for the 
second—total: $1.35. 

Taking the old lock apart will 
take as little as five to as much 
as 30 minutes. While the lock is 
disassembled, the tumblers can be 
changed in seconds so that the old 
keys taken by the tenant will no 
longer fit the lock. This provides 
more ease of mind for the land- 
lord. 

Motel operators continually 
come to Texas Hardware for new 
lock sets. These men are in a posi- 
tion to buy lock sets wholesale 
from the regular sources, but they 
prefer to buy at retail from Texas 
Hardware because here they can 
have their new locks fitted with a 


4| 








A large, representative stock of lock 

sets is required to handle the store's 

volume. Motel operators purchase lock 

sets here because of the master key 

service offered. Above, Anaya tests a 

door key he has just duplicated. Most 
car locks are coded. 


master key. This simply means 
that one master key will fit all 
locks, but the tenant’s key will fit 
only the lock on his door. 

Texas Hardware sells an aver- 
age of 20 to 30 new lock sets a 
month—at an average of $7 each. 
To give a better idea of the volume 
at this store, Manager Bailey or- 
ders 30 dozen key blanks a month. 
If all these were cut and sold for 
the minimum price of 35 cents 
each, it would total $125. Blanks 
are very inexpensive, and key 
duplicating is practically all profit. 

“Making duplicate keys,” said 
Paul Bailey, “isn’t much of a cus- 
tomer service in itself. But taking 
old locks apart and making the 
keys when there is no old one to 
use as a pattern is a real service 
that saves customers many dol- 
lars.” 
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Customers who lock themselves 
out of their cars can get the lock 
picked by Texas Hardware if the 
lock and key are not coded. Coded 
keys are easily and quickly dupli- 
cated for 35 cents each, but there 
is an hourly charge for jobs that 
require picking the lock. 

It is this lock and key service 
that brings extra plumbing sup- 
plies, fixtures, and maintenance 
item sales to Texas Hardware Co. 
Customers can browse about the 
store while the lock and key work 
is being completed, and this in- 
fluences further sales. If the sales 
staff is too busy to do the work 
while the customer waits, it is 
done in spare time. 


Sf 


Lures Lure ‘Em 
(Continued from page 39) 


account for much of the volume of 
the tackle section. 

Mr. Peters reaches back to the 
lure display panels, selects six dif- 
ferent items, places them on the 
glass counter in front of the cus- 
tomer and answers him: “All six 
of these are good right now.” 

The customer generally selects 
five of the six. Never less than 
three or four, Peters declares. “It 
is the easiest and most logical way 
to step up the size of the average 
lure sale,” he stresses. “It is a 
service to the customer, because 
the more lures he takes with him, 
the better chance he has of catch- 
ing fish, and obviously it is good 
business for the store.” 

In spite of the section’s stocking 


about 9,000 different baits and 
lures, occasionally a customer 
asks for a certain lure not in 
stock. And here is where a thor- 
ough knowledge of lures—those 
stocked as well as any that are 
not—is important, Peters stresses. 

“Tf a customer asks for a cer- 
tain lure, we know instantly if we 
do not stock it,” he says. “And if 
we don’t, we know what it looks 
like, from knowledge of lures, and 
we can instantly suggest and show 
the customer something from 
stock as near like the one he asked 
for as possible. Without a thorough 
knowledge of lures, it would be 
impossible to do this. On the other 
hand, by being able to make a 
substitute quickly, we impress the 
customer with our knowledge of 
lures and he is inclined to go along 
with our recommended substitute. 
The more experienced fisherman 
he is, the more he appreciates this 
sort of service.” 

Peters buys lures regularly 
every two weeks, with emergency 
fill-in orders more often if neces- 
sary. 

Lures are behind the counter, 
for a purpose. Peters does not 
want them where customers can 
handle them. In the first place, 
they would keep the stock so dis- 
arranged that it would be difficult 
for the salesman to know where 
every item is, and in the second 
place it is confusing to the average 
customer to have so many dif- 
ferent lures in his hands or with- 
in his reach at once. Selling is 
easier and more satisfactory to all 
concerned, when a salesman sim- 
ply selects about six different lures 
and places them before the cus- 
tomer. Thus his interest is not 
so divided and he can make up his 
mind quicker. 

Four panels, plus foot-wide par- 
titions at two sides of the panel 
area, display the 1,500 lures 
shown. 

The display surface is dark 
green cork, one-fourth inch thick. 
The cork is glued down on a base 
of peg board. 


“Because we provide the fisher- 
man with a wide choice of lures 
and advise him what to buy, we 
are able to induce a lot of sports- 
men to come in quite regularly. As 
a result, they naturally think of 
us when they need other sporting 
and outdoor goods. For instance, 
we definitely see that the lure sec- 
tion helps us to sell guns and am- 
munition, because most men who 
fish also hunt in season,” Peters 
explains. 
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Mass Display 
Adds Sales Appeal 


Q™ OF THE GREATEST sales aids 
in a garden supplies depart- By Ruel McDaniel 
ment, particularly in a shopping 
center hardware store, is the mas- 
sive display of merchandise. This 
deliberately crowded type of dis- 
play is designed to attract the at- 
tention of and capitalize upon the 
normal traffic of the community 
center, according to E. H. Wagner, 
owner of the Wagner Hardware, 
Inc., Houston, Texas, operator of 
three other community’ center 
stores in the Houston area. 

The Kirby Drive store sells about 
$25,000 worth of garden supplies 
annually, and the store’s garden 
supply stock turns more than five 
times a year. This is done largely 
by capitalizing on the traffic drawn 
by the community center itself. 

“One of the things we do to cash 
in on traffic, and which we have 
found quite important,” Wagner 
said, “is to ignore the idea of any 
gardening ‘seasons.’ We feature 
garden supplies 12 months out of 
the year.” 


Outside displays retained beyond the 
accepted garden supplies “season,” and 
the grouping of related household and 
gardening items have proved effective 
means of encouraging impulse buying. 


One reason he does this is that 
there is some type of gardening 
going on in Houston every month, 
even in the dead of winter. Another 
reason, which is particularly im- 
portant, is that the average store 
that handles garden _ supplies 
pushes—and displays—them only 
a few months during spring and 
early summer. Thereafter the 
customer must look twice, and 
probably ask questions, to know 
the average store even handles 
garden supplies. 

Thus, the gardening displays of 
the Wagner store, in December and 
January, for example, stand out 
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like the proverbial sore thumb. 
And people, upon seeing them, 
naturally are impressed. Some of 
them go in and buy supplies then. 
If not, they remember the store 
when they are in the market. 

Wagner goes in strongly for 
“mass display” of gardening tools, 
seeds and soil-builders. “In view of 
the fact that gardening supplies 
is one of the two major profit- 
making departments in our store, 
it certainly pays to push them,” 
he stated. 

Most of the displays are deliber- 
ately crowded. Wagner believes 
there is a certain psychology 
favorable to sales in this reasoning. 

“When a person comes in and 
sees mass displays of garden tools, 
seeds, soil-building compounds, 
and gardening insecticides, he is 
subconsciously impressed with 
the fact that we have a large stock 
of this merchandise and that he 
should be able to find anything 
here he needs. He generally does. 
And whether or not he is in the 
store to buy something from the 
department, he likely will see 
something displayed that he needs 
and buy it. Mass display makes it 
impossible for him to enter the 
store without seeing a lot of items 
a man needs for his yard and gar- 
den.” 

“Take hose nozzles for example. 
If there is a practical one on the 
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market that is not in his stock, 
Wagner has not heard about it. He 
not only stocks something of every 
line from the simplest hand-held 
spray nozzle to the most elaborate 
mechanical devise to set up in the 
yard, but he shows several of each 
in the department. 

“Just a sample of each isn’t 
enough,” he stressed. “To impress 
the customer with the wide variety 
of nozzles we stock, we must show 
him a lot of them, even though 
there are many duplications.” 

The company stocks three lines 
of power mowers—two of high 
quality and one to meet low-price 
chain-store competition. 


Items Are Grouped 


Even in mid-October, there is a 
mass display of mowers, rakes, 
wheelbarrows and other major 
yard and garden items along the 
sidewalk in front of the store. One 
display window featured gardening 
tools and supplies until early in 
October, when the space went to 
fireplace equipment. 

Items in the department are dis- 
played with particular care to their 
relationship with other gardening 
items. For example, insecticides are 
displayed above and alongside the 
seed display rack, so that the man 
who helps the customer to select 
the seeds is in the right spot to 


The seemingly cluttered appearance of 
these aisles and shelves is actually 
part of a merchandising pian. This 
crowding of merchandise is deliberate, 
since it exposes more goods more im- 
pressively to the browsing customer. 


recommend certain insecticides to 
protect the young plants when the 
seeds come up. 

Rakes, spades, shovels and hoes 
are across a narrow aisle from a 
special display of hand gardening 
tools, because one group automati- 
cally suggests the other, and the 
merchandise is so displayed that 
the salesman can call the custom- 
er’s attention to all the related 
items when he comes in for one or 
two. 

Women are important buyers of 
gardening materials, Wagner has 
found, and to cash in on this he has 
moved the housewares section to 
a spot beside the gardening supply 
department. Thus when a woman 
comes in to buy aluminum cooking 
utensils she cannot help seeing the 
mass displays of gardening aids, 
and many housewares customers 
ultimately spend more money for 
gardening equipment than they do 
for housewares. 

“In a busy shopping center like 
ours,” Wagner pointed out, “our 
problem is not one of inducing 
people to visit and shop in the 
area but to come into our store. We 
meet that by keeping a series of 
seasonably ‘hot’ items displayed in 
the window or just outside the 
store, to attract traffic. 

“Once a person comes into the 
store, he won’t remain long with- 
out being exposed to the gardening 
department through our system of 
mass displays. So our merchandis- 
ing problem, in so far as gardening 
is concerned, is to display the lines 
so conspicuously that the natural 
store traffic will provide the sales.” 

Wagner does a modest amount of 
local newspaper advertising to re- 
mind the public of gardening sup- 
plies early each year, but he basic- 
ally relies on mass display and 
traffic to accomplish the big sell- 
ing job. 
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By Grier Lowry 


Average gross income is $1,000 monthly 
from this profitable side line—and the 
sales graph is making a steady climb. 


“Plus” sales are made as customers who come in for one item 
select others from the more than 400 tools on open display. 
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A 16° gon 

to masonry tools has proved to 
be a wise investment. Here, 
W. J. Rooter checks inventory. 


Tools 


| gg tory PROMOTED and dis- 
played, and with the help of a 
substantial inventory which covers 
all the basic items, plastering and 
masonry tools can be instrumental 
in building store traffic in addition 
to accounting for a_ profitable 
“side line” volume. 

The Midland Hardware store in 
Truman Corners shopping center, 
Grandview, Missouri, averages a 
gross income of $1,000 monthly 
from masonry tools. And the sales 
graph is going up. 

W. J. Rooter and W. B. Dickie, 
owners of the four-store company, 
point out that a good selection of 
masonry tools draws a steady traf- 
fic composed about 50-50 of do-it- 
yourself homeowners and masonry 
contractors. 
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A key factor behind the growing demand for masonry tools is the location of 
the display across the aisle from the 45° wall display of hand tools. The 
hand tool section is one of the largest in the area. 


“The contractors spend more on 
masonry tools per visit to the 
store,” Rooter stated. “We'll make 
a $10 sale in a good percentage of 
cases to contractors which may in- 
clude a $5 trowel, an edge, jointer, 
and maybe a float. The average 
homeowner will buy only a couple 
of bare essentials, spending usually 
less than $5 for masonry tools. 

“The contractor is also a good 
prospect for extra items like a tool 
bag priced around $5, tampers, or 
a bull float or some other acces- 
sory. The fact that we have all our 
plastering and masonry tools lined 
up for easy inspection on a 16-foot 
self-service display builds ‘plus 
sales’. 


Profit Worthwhile 


“The profit margin on masonry 
items is a worthwhile 33-1/3 per- 
cent,” Rooter explained, “and the 
chance for multiple sales of one 
item is good. The average con- 
tractor owns six or seven trowels 
and he may buy two or more on 
each visit to the store. As more 
and more contractors and home- 
owners discover that we have one 
of the largest inventories of this 
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merchandise in the area, we're at- 
tracting traffic from a wide out- 
lying area.” 

Prominent, strategic display 
plays a dominant role in the steady 
build up of masonry tool volume. 
The 16-foot open-faced gondola is 
located on the right side of the 
store with other merchandise de- 
signed for masculine trade and 
across the aisle from the wall-dis- 
played hand tool department. The 
store has one of the largest selec- 
tions of hand tools in the area and 
giving masonry tools top exposure 
to this 45-foot boomlet spot has 
had a strong influence on sales. 
The masonry tool island is also 
directly across the aisle from a 
12-foot small electric power tools 
island. 

Both the homeowner and con- 
tractor trade have formed the 
habit of browsing in the store on 
their way home from work and as 
they inspect other displays they 
naturally gravitate to the big self- 
service masonry tool island. En- 
couraged by open display to pick 
up and feel the tools, a good per- 
centage of them _ subsequently 
make purchases. Each item is de- 
partmentalized and plainly price- 


marked for customer convenience. 

Essential to building a lively 
masonry tool volume, these retail- 
ers are firmly convinced, is an in- 
ventory that covers all the items 
mceded by both contractors and 
homeowners. The store buys from 
only one manufacturer with a 
reputation for producing well- 
designed, well-constructed mason- 
ry equipment and stocks mer- 
chandise in two price levels, one 
slanted for homeowners, the high- 
er-quality tools designed for the 
contractor trade. 


Began with Small Stock 


Including more than 400 items, 
the store started with a stock of 
$200, now has in excess of $1,500 
worth of tools. The completeness 
of the stock tends to build the 
store name as a good place to shop 
for tools needed in cement, mason- 
ry and plastering work. The large 
array of open-displayed items 
tends to build multiple business 
with the customer who comes in 
for one item seeing others of in- 
terest to him. 

Cement trowels, brick trowels, 
and dry wall trowels contribute a 
sizable portion of the total sales. 
The completeness of the inventory 
is shown by the fact that it covers 
eight different types of trowels 
with from two to six sizes carried 
in each classification. Including 
brick, plastering, and dry wall 
trowels, there is also a good choice 
of pointing, margin and caulking 
trowels. A good percentage of the 
trowel sales is concentrated in an 
ll-inch narrow brick trowel, an 
11 x 44-inch plastering trowel 
and a 14 x 4-inch cementing fin- 
ishing trowel. The store also en- 
joys a lively demand for a 12 x 
4%-inch dry wall trowel. The 
trowel price range is from $4.85 
to $5.29. 

Quality is a watchword with 
most contractors who buy masonry 
tools, according to Rooter. The 
ability of sales personnel to show 
a contractor how a trowel is de- 
signed for durability and working 
convenience is often the prelude 
to making the sale. 

“We've rehearsed our trowel 
product story well,” Rooter stated. 
“We know that our topgrade ce- 
ment mason’s trowel is precision 
balanced, broken in and ready to 

(Continued on page 82) 
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CUSTOMERS 1 


SALES ! 


Sell the autoloading shotgun 
demanded by shooters who 
put performance first... 


New Model 878 is engi- 
neered to sell to the big 
market of shotgunners who 
would rather pay for a gun’s 
fancy shooting than for its fancy 
looks. Every remarkable feature of 
the ““Automaster” has been designed 
to add greater performance. . . and it all 
adds up to a real dollar getter, 
You can talk at length about the amazing 
Power-Piston that automatically adjusts for 
loads . . . about the exclusive “Power-Matic” 
action that lessens recoil effect, or about the inter- 
changeable barrels—all are terrific sales features. 
For all its ruggedness, the Model 878 offers quality 
eye appeal in its clean, uncluttered lines and in its 
fine American walnut stock. And, of course, it is 
backed by the famous “Remington” name. Order it 
today and listen to that cash register ring! 


THE FEATHERWEIGHT 


REMINGTON 
Model 87 


fp 


. ea 
(ETON 


(men Se 
$Por y Dutdoo 


Re 


omadlor. 


AVAILABLE ONLY IN 

12 GAUGE, A GRADE 

WITH PLAIN BARREL. 
3-SHOT AUTOLOCADING. 


9 MILLION readers 
now being pre-sold 
on Model 878 by ads 
in 10 top shooter- 
market magazines 


RETAIL PRICE 


+114°°° 


























Self - Adjusting Power - Piston handies ai) types of 
standard-length loads The mechanism automatically 
selects the right amount of gas from the load to 


Supreme Dependability. The “Automaster” is pre- 
cision built for flawiess performance. High-speed- 
camera photographs of the cycie of operation show 


Quick - Change Barrels and Easy Take-Down. 
Mode! 878 barrels are interchangeabie without too !s 
for desired choke and barre! length. All you do is 
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work the action. The gas doesn't bieed off unti! the 
shot has left the barrel, ensuring fuli power behind 
the shot column and a clean gun 


the moving parts are perfectly synchronized. These 
and other laboratory tests prove Mode! 878 the 
most troubie-free gas-operated shotgun ever bu:it 





Kemington, 


*“Power-Matic"’ is Reg. U.S. Pat. Off. and “‘Automaster”’ is a trademark of Remington Arms Company, Inc 
Arms of Canada Limited, 36 Queen Elizabeth Blvd.. Toronto, Ont. 


For more information use Handy Return 


unscrew the magazine cap and \ift off the barre | 
The trigger assembly comes out as a unit with the 
removal of two pins 


6. U 5. Pat. OFF 


. Bridgeport 2, Conn. In Canada Remington 


* Price subject to change without notice 


Card, Page 51 47 





ping 
ower 


with live demonstrations 


OWER TOOL sales at Central 

Seed & Hardware, Birming- 
ham, Alabama, are given impetus 
by a walled-off demonstration 
area with front window display 
and by live demonstrations car- 
ried on at no cost to the store. 





By Wendell Givens 


The 8-by-18 foot area was par- 
titioned off three years ago when 
Central Seed set up its power tool 
department. With Flexiglass walls, 


the shop was finished for less than 
$100. 

As explained by Owner C. T. 
Crooks, the closed-off area assures 
customer safety, shuts off dust 
from the main sales floor, and 
demonstrates the small area re- 
quired for a power tool shop. 

On display is a _ nationally 
known power tool with its assort- 
ment of saws, drills, lathes, sand- 
ers, etc. A pattern rack is located 
just outside the door of the shop. 

Until last year a store clerk 
with practical training had demon- 
strated the tools as occasion de- 
manded. When he entered military 
service the demonstrations came to 
a virtual halt. 

Then a conversation between 
Crooks and a carpenter friend led 

(Continued on page 68) 


The walled-off demonstration area for power 
tools, above, affords a convenient, safe view 
from the sidewalk. The outside sign, left, lends 
prominence to the power tool department. 
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...the biggest concentra- 
put tion of housewares mer- 
chandise ever assembled... 
and bring yourself com- 
yo u rse If pletely up-to-date on prod- 
ucts, plans and people in 
i n th i Ss the Housewares Industry 


big 


pal | N}IE 


———] 


\ 


Mentone 
HOUSE AWE pds 
aunt 


July 11-15, 1960 
NSA IIS Shy 
HY SPF IVI sey b4 





NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 


1130 Merchandise Mart Chicago 54, | 


ASPHALT 
TILE 
CEMENT 


Contractors and layers “stick” with Consumers Asphalt Tile 
cement because it requires no priming, has a high quality 
asphalt emulsion and is ready to use on concrete or wood 
(above or below grade). No fire hazard. Spreads 200 sq 
ft. per gallon. 


C= RUBBER 


eae} «=r TILE CEMENT 
RUBBER TILE Here is a rubber tile cement with a 


CEMENT fast tack, slow setting, tight, perma- 


nent bond. Cannot injure or warp 
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CATALOGS & BULLETINS 


Available free to readers. Write in the numbers 
of items wanted on the return post card, page 51 


170 Door Hardware. Door Catalog 
A-400 contains 192 pages covering 
the company’s line of hardware. 
Richards-Wilcox Manufacturing Co., 
Aurora, Il. 


171 Hand-Tool Equipment. Auger 
and electric drill bits, chisels and 
gouges, drawknives, door lock bits, 
nail pullers, and other hand-tools are 
pictured and described in this cata- 
log. Greenlee Tool Co., 1822 Herbert 
Ave., Rockford, III. 


172 Pumps. A loose-leaf catalog, 
No. 1, of the complete Commander 
line of water pumps, water systems, 
and sump pumps is available. The 
Tait Manufacturing Co., 200 Detrick 
St., Dayton 1, Ohio. 


174 Hack Saw Frame. An adjust- 
able tubular hack saw frame, No. 325, 
with chrome-plated handle and gold- 
finished blade, together with other 
tools and kits made by the company, 
is fully described in an available cat- 
alog. Great Neck Saw Manufactur- 
ers, Inc., Mineola, N. Y. 


175 Lawn Mowers. Catalog sheets 
picture and describe the entire Lazy 
Boy and Capri lawn mower line and 
the Lazy Boy riding rotary mower; 
also Edger and Lazy Boy Trimmers, 
plus Universal Lawn Mower Blade 
Replacement Kits. Lazy Boy Lawn 
Mower Co., Inc., 1315 West 8th St., 
Kansas City, Mo. 


176 Padlocks. Padlocks to meet 
every need are described in an 8- 
page catalog which features actual 
half-size illustrations of the compa- 
ny’s entire line. Catalog #71 also 
describes Master’s Special Service 
Department, as well as Master’s pad- 
lock and bikelock display boards. 
Master Lock Co., Milwaukee 45, Wis. 


177 Canvas and Nylon Products. 


50 


A complete line catalog is available 
which contains 48 pages devoted to 
pup tents, tarpaulins, Sure-Fit boat 
covers, and many other items. 
Hoosier Tarpaulin & Canvas Goods 
Co., 1320 West Washington St., In- 
dianapolis 6, Ind. 


178 Hand Tool Handles. Catalog 
A and Chart B are available to assist 
customers in determining which 
handle correctly fits certain striking 
and edge tools. Both are illustrated. 
O. P. Link Handle Co., Inc., Salem, 
Ind. 


179 Special Purpose Planes. “How 
to Use Special Purpose Planes,” a 
20-page booklet on various types 
of rabbet, router, and double-end 
tongue and groove match planes, is 
available in reasonable quantity to 
dealers who may have them im- 
printed if they wish. Profusely illus- 
trated with line drawings, the book- 
let will be helpful to both veteran 
woodworkers and beginners. Stanley 
Tools, New Britain, Conn. 


180 Insecticide Sprayers. Descrip- 
tive literature which illustrates the 
company’s garden hose-fitting insect- 
icide sprayer, together with its other 
hose nozzles and sprinklers, will be 
furnished on request. Gilmour Man- 
ufacturing Co., Somerset, Pa. 


181 Water Skis. The Hydro-Flite 
line of water skis, aquaplanes, and 
accessories is presented in catalog 
No. 14. The catalog is in color, with 
the skiing equipment pictured and 
fully described. Hedlund Manufac- 
turing Co., Nokomis, III. 


182 Nail Wall Chart. A colorful 
wall chart showing “penny-wise” and 
corresponding nail lengths in inches; 
also illustrates many types of Maze 
nails. W. H. Maze Co., Peru, Il. 


184 Farmers and Ranchers Hand- 
book. Information essential to suc- 


cessful farm operation and items of 
interest to the family are included 
in a 72-page catalog of USS Steel 
Products for farm and home. Illustra- 
tions, application helps, specification 
charts, and “how to” instructions are 
included. General information on 
care of animals, tips on electricity, 
fish ponds, etc., the use of nails; in- 
formation about building materials; 
and an offer of free building plans 
for various types of farm structures 
are included. Tennessee Coal & Iron 
Division, Fairfield, Ala. 


186 Garden Shears. The complete 
Snap-Cut line of garden shears is 
described and illustrated in a 10-page 
catalog now available which includes 
specifications, finish, packing, and 
suggested list prices. Seymour Smith 
& Son, Inc., Oakville, Conn. 


187 Tapatco Products. A 24-page 
catalog, combining all Tapatco prod- 
ucts under one cover is available. It 
is printed in six colors and contains 
over 130 illustrations of Tapatco ma- 
rine and other products. The Ameri- 
can Pad & Textile Co., Greenfield, 
Ohio. 


188 Store Equipment. Each item 
from ticket holders to a complete 
merchandising unit is fully illus- 
trated and described in a catalog 
which contains much information 
on store merchandising equipment 
Reeve Co., 9249 E. Bermudez St., Pico 
Rivera, Calif. 


189 Screw Anchors. Separate cat- 
alog sheets in two colors describe and 
illustrate Molly Jack Nuts, Molly 
screw anchors, Molly utility plug, 
and Molly Hi-Speed Installer. Molly 
Corp., Reading, Pa. 


191 Firearms. An extended fire- 
arms catalog gives detailed specifi- 
cation information, prices, etc., on the 
complete Mossberg line of rifles, 
shotguns, telescope sights and Covey 
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INFORMATION CENTER 


BOOKLETS @ NEW PRODUCTS © ADVERTISEMENTS 


Help yourself to free literature 
and more details on any prod- 
ucts or sales aids mentioned in 
this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on new products, and sales 
aids, just insert in the appropriate space provided on one of 
these postage-free cards the “ey numbers of the items in which 
you are interested, and drop the card in the nearest mail box. 

Use the cards also to get details on any advertisement— 
just insert the name of the company and page number in the 
space provided. 


Southern Hardware pays the postage! 


JUNE, 1960 
Send information on these SALES AIDS and/or NEW PRODUCTS (fill in key numbers): 


Send these CATALOGS and BULLETINS (fill in key numbers): 


Send information on these ADVERTISEMENTS: 
CUP PRs QFTEG 
OO 

RS 

Ce EE ee eee 


: 
| 


- 
' 
' 
i 
' 
' 
' 
' 
' 
' 
' 
' 
' 
! 
i 
' 
' 
! 
i 
' 
! 
! 
' 
i 
i 
! 
' 
! 
! 
! 
i 
' 
' 
' 
! 
i 
! 
' 
' 


City 


Send information on these SALES AIDS and/or NEW PRODUCTS (Til im tey wumbers): 


__ | Send information on these ADVERTISEMENTS: 
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These cards 


can help 


you get 
valuable 
information 


Postage 
Will be Paid 
by 
Addressee 


BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R., ATLANTA, GA. 


Will be Paid 


by 
Addressee 


BUSINESS REPLY CARD 


PIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & BR. ATLANTA, @A. 


Southern Hardware 


806 PEACHTREE ST, NE 
ATLANTA 8, GEORGIA 





hand trap. O. F. Mossberg & Sons, 
Inc., New Haven, Conn, 


192 Fishing Equipment. A 32- 
page, 842 x l1l-inch catalog which 
gives descriptions, prices, and illus- 
trative details on the complete line 
of Shakespeare reels, Wonderods, 
lines, and miscellaneous accessories 
for every type of fishing is available. 
Shakespeare Co., Kalamazoo, Mich. 


193. Camping Furniture. An illus- 
trated catalog describes the compa- 
ny’s complete line of folding cots, 
camp stools, and other canvas-cov- 
ered furniture items. Tucker Duck 
& Rubber Co., Fort Smith, Ark. 


195 Foot Valves. Bulletin 203, a 
complete outline of the company’s 
foot valves, with recommended uses, 
is furnished on request. Strataflo 
Products, Inc., Fort Wayne, Ind. 


196 Electric Trains. A catalog is 
available which gives full informa- 
tion and illustrates the company’s 
line of train outfits and accessories. 
The Lionel Corp., 15 East 26 St., New 
York 10, N. Y. 


197 Wood Bits. A 24-page wood- 
boring tool catalog No. 53, describes 
all Irwin wood bits, special packag- 
ing, and point-of-sale displays. Rec- 
ommended uses for each wood-boring 
tool, along with balanced stock 
recommendations, are included. The 
Irwin Auger Bit Co., Wilmington, 
Ohio. 


198 Fishing Lures. Complete in- 
formation on its lines of lures, acces- 
sories, and displays is covered in the 
company’s 5l-page illustrated cata- 
log of action tackle items. Marathon 
Bait Co., 840 Henrietta, Wausau, 
Wis. 


200 Pliers. An illustrated catalog 
containing information on a wide as- 
sortment of pliers, hammers, and 
miscellaneous tools is available, 
along with a price list. Merchandis- 
ing helps and suggested assortments 
are described in detail. Champion 
DeArment Tool Co., Meadville, Pa. 


201 Screwdriver Roll Kit. A cat- 
alog page is available in black and 
white which describes and illustrates 
the TK-5 Hold-E-Zee Screwdriver 
Roll Kit. The RT-52 Roll Kit, a spe- 
cial electronics kit, is described also. 
Upson Bros., Inc., Rochester 14, N. Y. 


203 Fishing Tackle. Offering a 
complete line of volume-priced Com- 
pac fishing tackle, the company lists 
hundreds of items in an all-inclusive 
28-page, general catalog. Commerce 
Pacific Inc., 161 West 24th St., Los 
Angeles 7, Calif. 


206 Life Saving Line. A full color 
catalog page offering illustrations 
and dimensions of the company’s U. 
S. Coast Guard-approved life vests 


HELPFUL 


BOOKLETS 
FREE! 


(Use reply card on page 51) 


and boat cushions will be furnished 
on request. Red Head Brand Co., 
4300 West Belmont Ave., Chicago 41, 
Ill. 


207 Twine. A 48-page catalog in 
color entitled, “Columbian Twine for 
Every Use,” is available. The book- 
let describes strength, yardage, ap- 
pearance and price, the important 
factors of strength, knot strength and 
package break. Columbian Rope Co., 
Auburn, N. Y. 


208 Pumps. Lancaster’s line of 
Dutchman jet pumps and of the 
Lawn-Pak lawn sprinkling pumps 
are featured on two available catalog 
sheets which contain complete speci- 
fication data. Also available is a 2- 
page catalog in full color featuring 
the Dual Dutchman. Lancaster Pump 
and Manufacturing Co., Inc., Lancas- 
ter, Pa. 


209 Fishing and Marine Accesso- 
ries. The complete line of Frabill 
fishing tackle accessories and marine 
accessories is shown in this catalog. 
Frabill Manufacturing Co., 234 West 
Florida St., Milwaukee 5, Wis. 


210 Cleaning Supplies. “How to 
Display and Merchandise Cleaning 
Supplies for Profit” is the title of a 
six-page color folder offered to deal- 
ers as an aid in setting up a clean- 
ing supplies center. Material in the 
folder, recently revised, has been pre- 
pared in cooperation with the Mer- 
chandising Laboratory of the Na- 
tional Retail Hardware Association. 
Ox Fibre Brush Co., Frederick, Md. 


211 Sportswear. The clothing 
“preferred by sportsmen for more 
than 50 years” is presented in a col- 
orful sportswear catalog which fea- 
tures Duxbak garments that “shed 
water like a duck’s back.” Utica 
Duxbak Corp., Utica, N. Y. 


212 Bells. A 12-page colorful cat- 
alog illustrates the company’s line of 
bells. The line includes hand bells, 
tea, call, cow, patio, bicycle, yacht, 
souvenir, and numerous other types 
of bells. Bevin Brothers Manufactur- 
ing Co., East Hampton, Conn. 


213 Wood and Sheet Metal 
Screws. Folder TC-4, “Instructions 
for Selecting and Using Wood Screws 
and Sheet Metal Screws,” gives com- 


SOUTHERN HARDWARE for JUNE, 1960 


plete instructions for measuring 
length and diameter, head styles 
available, pilot hole sizes, drill bit 
sizes, etc. Supplies of the folders are 
available to wholesalers and dealers 
handling Southern screws. Southern 
Screw Co., P. O. Box 1360, States- 
ville, N. C. 


214 Sprayer and Duster Lines. A 
Hudson Sprayer and Duster Catalog 
(No. 546) shows and describes the 
company’s line of hand- and power- 
operated sprayers and dusters. Ac- 
cessories and service parts are in- 
cluded also. H. D. Hudson Manufac- 
turing Co., 589 East Illinois St., Chi- 
cago 11, Il. 


215 Toggle Bolts. A two-color 
bulletin #7001, describes and illus- 
trates a diversified line of toggle 
bolts. Complete information on mini- 
mum back-up clearances required 
and holding strengths of the spring- 
type bolts is provided. Installation 
instructions are given. Specifications 
provide diameters, lengths, weights, 
catalog numbers, and packaging in- 
formation. Diamond Expansion Bolt 
Co., Inc., Garwood, N. J. 


216 Oilers and Cans. A catalog 
illustrating and describing the com- 
pany’s entire line of oilers, safety 
cans, and oil and gasoline containers 
is available in two forms, No. 60 Gen- 
eral Catalog, and No. 60-C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 


217 Dealer Displays. Thirty-one 
different displays of Cabinet Hard- 
ware are illustrated in Amerock’s No. 
104 Catalog of Dealer Displays. The 
catalog is said to cover the right kind 
of display for any store arrangement, 
any department, or any “on-the-job” 
use. Amerock Corp., Rockford, Ill. 


218 Aluminum Furniture. The 
Delighter line of aluminum furniture 
specialties for homes, gardens, beach- 
es, boats, offices, and institutions is 
presented in a color folder. Universal 
Converting Corp., Dept. 1957C, Saw- 
yer St., New Bedford, Mass. 


222 Wrenches, Pliers, Tools. Cata- 
log No. W-24 illustrates and gives 
specifications of the wrenches, pliers 
and other tools covered in this cata- 
log. A section is devoted to store dis- 
plays and advertising material which 
Diamond offers. Diamond Tool and 
Horseshoe Co., Duluth 7, Minn. 


223 Plastic Housewares. A Lus- 
tro-Ware catalog illustrating and de- 
scribing over 200 plastic housewares 
is available. Featured is the Lustro- 
Ware Waste Basket Tree display 
stand which holds a 46-piece assort- 
ment of popular sizes of polyethylene 
waste baskets. Columbus Plastic 
Products, Inc., 1625 West Mound St., 
Columbus 23, Ohio. 


(Continued on page 56) 





CHECK THIS 


FENCE FACTS CHECKLIST... 


Y 1 Uniform, heavy zinc coating 6 Full height, full 20-rod rolls 
for positive, long lasting rust give you all the fence you're 
protection, paying for. 


2 Bright, attractive finish that Tension curves expertly de- 
stays new looking. signed for the right amount of 
expansion and contraction. 
3 Complete line of all styles and 
sizes for every farming job. Warranty tag with each roll 
certifying fence that meets ASTM 
4 Accurately spaced stay specifications. 
f wires, straight up and down; 
hinge joint construction for easy 9 Integrated production as- 
erection. sures controlled quality from iron 
ore to finished fence. 
5 Full gage wire made from 
special analysis Republic Steel 10 Made in the South to meet 
for greater strength, durability. Southern farm requiremenst. 
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Republic ‘sales-clincher’ 
features boost 
your fence volume 


Check the facts. Compare the features . . . and 
you’ll know why Republic Southern Fence can 
help you boost your fence volume. 

Sell the features and you sell the fence... 
when it’s Republic, the fence that offers your 
customers more features, more ‘value received” 
for every fence dollar. 

You'll like the ACTION service you get 
from your Republic Distributor, too. He stocks 
a full line of quality hardware supplies, and 
has a full-time delivery system for quick 
deliveries. Give your Republic Distributor a 
call. He’s listed in the Yellow Pages under 
HARDWARE —WHOLESALE. 


REPUBLIC STEEL 
Quality, Supplies... Quality Suppliers 


a 


This STEELMARK of the American Steel Industry tells you 
@ product is made of Steel. Look for it when you buy. 
Place it on products you sell. 


PLASTIC PIPE 


FARMYARD, 
FIELD AND 


BARBED WIRE 


BALER WIRE 


REPUBLIC STEEL CORPORATION 

SERVICE DEPT. SH-9715 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 

Please send more information on: 

O 13% Goge High Strength O Automatic Baler Wire 
Barbed Wire O) Plastic Pipe 


O BLUE RIDGE Steel Roofing © Bolts and Nuts 
O) Southern Field Fence 


Name Title 





Company. 





Address 





City. 








224 Window Glass. A _ 16-page 
booklet tells how smart buying, stor- 
ing, and proper cutting of LOF Qual- 
ity Window Glass will increase deal- 
er profits. Libbey-Owens-Ford Glass 
Co., 811 Madison Ave., Toledo 3, Ohio. 


225 Repair Handle. A catalog sheet 
is available describing the advan- 
tages of the Drive-Ezy Repair Han- 
dle. Step-by-step illustrations show 
the procedure for inserting the new 
handle which is designed to follow 
the curve of all hollow back shovels, 
spades, or scoops. Reverse side of 
sheet lists stock numbers which the 
handle fits. O. Ames Co., Parkers- 
burg, W. Va. 


226 Portable Charcoal Grills. Full 
color, illustrated, descriptive catalog 
on Deluxe and Promotional braziers, 
barrel braziers, and patio grills is of- 
fered. Chattanooga Royal Co., Chat- 
tanooga 6, Tenn. 


227 Sling Chains and Attachments. 
A catalog on the entire line of McK- 
Alloy Sling Chains and Attachments 
provides specifications and informa- 
tion on McK-Alloy chain products in 
sizes from ™%” through 2” diameter 
inclusive. A section is devoted to the 
use, care, safety, and inspection of 
the sling chains. The McKay Co., 
1005 Liberty Ave., Pittsburgh 22, Pa. 


228 Sabre Saw. The Wen Model 
909 “All-Saw” is described and illus- 
trated in catalog sheet No. 90A110. 
The saw cuts 4x4 at 45°, a 6” log, 
and may be used for fine scroll work. 
Ten action photos show 909 cutting 
wood, metals, leather, plastics, foam 
rubber, etc. The sheet also lists spe- 
cial features, specifications, and as- 
sorted blades available. Wen Prod- 
ucts, Inc., 5810 Northwest Highway, 
Chicago 31. 


228 Tradesmen Tools. The No. 58 
Rotogravure catalog with 49 pages 
contains newest tools and engineer- 
ing changes in popular lines. Most 
popular Stanley and “Yankee” tools 
used by tradesmen are graphically 
described. Stanley Tools, division of 
The Stanley Works, New Britain, 
Conn. 


230 Specialty Nails. A catalog con- 
taining a wealth of information about 
specialty nails is available. Illus- 
trated with scale drawings of the 
nails, the catalog serves as a refer- 
ence book for both salesmen and cus- 
tomers. It contains complete nail spe- 
cifications. Handy charts give vital 
data about the sizes and quantities 
of nails to use for various applica- 
tions. Each nail is identified by stock 
number and is priced from a separate 
list. W. H. Maze Co., Peru, Ill. 


232 Brass Plumbing Goods. A 4- 
page folder, LL-9479, features brass 
plumbing products such as ballcocks, 
flush valves, tank levers, etc. 48 
items covered. Mansfield Sanitary, 
Inc., Perryville, Ohio 
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234 Marine Lamps and Accesso- 
ries. A 16-page 1960 general catalog 
covers the complete line of marine 
lamps and accessories, fully illus- 
trated and with detailed information. 
K-S Marine Products, Inc., Oakville, 
Conn. 


235 Tapes and Tape Rules. Color- 
ful catalog pages cover the compa- 
ny’s line of hardware items includ- 
ing all types of steel measuring tapes 
and tape rules from 3- to 100-feet, 
and augmented by woven tapes, 
plumb bobs and hand levels. Also 
given is packaging information, 
weight, prices, etc. Keuffel & Esser 
Co., Adams and Third Sts., Hoboken, 
N. J. 


236 Builders Hardware. A color- 
ful 104-page catalog illustrates the 
company’s full line of builders hard- 
ware. New items in the Safe line in- 
clude Champion and Adams-Rite 
type hardware as well as Fraim pad- 
locks. Safe Padlock & Hardware Co., 
Lancaster, Pa. 


237 Fence Products. “American 
Products,” an illustrated general cat- 
alog listing fence and kindred prod- 
ucts, describes numerous types of 
fences and posts. The 41-page catalog 
also contains information and specifi- 
cations on such other items as bale 
ties, corn cribs, hardware cloth, nails, 
roofing sheets, welded wire fabric, 
stone wire, trellises and agricultural 
wire rope. A chart and table is pro- 
vided to determine how much fence 
and how many posts are required to 
enclose farm acreage. American Steel 
& Wire Division, U. S. Steel Corp., 
Rockefeller Bldg., Cleveland 13, Ohio. 


239 Wrenches and Socket Sets. A 
16-page catalog describing Billings 
Life-Time Wrenches and Socket Sets 
is available. Catalog is illustrated 
with complete description of each 
wrench and socket set. The Billings 
and Spencer Co., Hartford 1, Conn. 


240 Hack Saw Blades. A catalog 
page is available covering the Griffin 
line of Hand Hack Saw Blades, Cop- 
ing Saw Blades, Jig Saw Blades and 
Scroll Saw Blades. G. W. Griffin 
Co., Franklin, N. H. 


242 Simplified Pump Selection. A 


full-color, 12-page catalog, Section 
102, that simplifies pump selection by 
sectionalizing all basic information 
on facing pages has been designed 
for the Olympian line of pumps and 
accessories. The catalog features a 
color coding system and a numerical 
and letter coding system for identify- 
ing pumps, jet packages, and tanks. 
The F. E. Myers & Bros. Co., Ash- 
land, Ohio. 


244 Chain Data. The Chain Data 
Bulletin 59, a 28-page chain sample 
book, illustrates most sizes of 17 
types of welded and weldless chain. 
Contains 146 actual size illustrations, 
recommended uses, and working load 
limits for each size; also, trade sizes 
and trade numbers, material size, 
weight per 100 feet, number of links 
per foot, and finish and packing in- 
formation. S. G. Taylor Chain Co., 
Inc., Hammond, Ind. 


250 Polyethylene Housewares. 
Four-color catalogs illustrate and de- 
scribe the complete line of Polly Flex 
Housewares. Colorful consumer fold- 
ers are also available. Republic Mold- 
ing Corp., 6465 N. Avondale Ave., 
Chicago 31, II. 


251 Packaged Screws. The color- 
ful catalog P-2, Package List Prices, 
contains eight pages of list prices on 
packaged wood screws, Type A tap- 
ping screws, machine screws, ma- 
chine screw nuts, stove bolts and car- 
riage bolts. Back cover, inside and 
out, is filled with color illustrations, 
descriptions and explanations about 
the “EZ to C” label system. South- 
ern Screw Co., P. O. Box 1360, States- 
ville, N. C. 


252 Firearms. A 24-page catalog, 
indexed and illustrated, contains de- 
tailed specifications for each of the 
imported sporting arms comprising 
the company’s line: F. N., Sako, F. I. 
and Finnish Lion rifles; AyA and 
Manufrance shotguns; Astra, Star 
and Unique pistols. Firearms Inter- 
national Corp., Dept. P, Washington 
22, D. C. 


253 Lawn Hose Goods. Catalog 
No. H-60 presents the Sherman line 
of lawn hose goods in actual color- 
style, with descriptive information 
and prices. Back page features photos 
and the names and addresses of 
company representatives. H. B. Sher- 
man Manufacturing Co., Battle Creek, 
Mich. 


254 Threadless Pipe Fittings. Cat- 
alog sheets carry illustrations, dia- 
grams, and detailed information on 
Slip-On Threadless Fittings, Ball- 
cock and Faucet Adapters. The Slip- 
On Co., P. O. Box 9806, Atlanta 19, 
Ga. 


264 Athletic Equipment. A _ 3- 
color, 14-page catalog features the 
fall and winter line of athletic equip- 
ment. Includes football, basketball, 
boxing, volley ball, and soccer equip- 
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ment. Draper-Maynard Co., Cincin- 
nati 32, Ohio. 


265 Power Mower Engines. The 
complete, illustrated story on the 2- 
cycle Lawn-Boy power mower en- 
gine, its design and performance fea- 
tures, is told in a 16-page booklet. 
Lawn-Boy, Lamar, Mo. 


267 Merchandising Equipment. A 
display and merchandising equip- 
ment catalog is available which fea- 
tures: Vizusell, a flexible system of 
fixturing for store wide visual mer- 
chandising; Viz-U-Bilt, all metal gon- 
dola type merchandisers; Vizuclips, 
display attachments for perforated 
hardboard panels, signing and bin- 
ning equipment as well as a wide se- 
lection of metal displayers for spe- 
cific types of merchandise. L. A. Dar- 
ling Co., Bronson, Mich. 


296 Salesman’s Chain Catalog. 
Compact 4-page catalog gives specifi- 
cations, and Working Load Limits for 
all popular grades of welded and 
weldless chain. Also includes illus- 
trations and data on welded and 
weldless assemblies. Campbell Chain 
Co., York, Pa. 


297 Chain Merchandisers. Two 
separate 2-color catalog pages. One 
each featuring regular reel assort- 
ments and new Proof Coil Chain on 
reels. Each page illustrates new reel 
display merchandisers and actual size 
illustrations of chains. Space allowed 
to insert dealer cost. Campbell Chain 
Co., York, Pa. 


298 Window Glass Ads. A 12-page 
booklet listing more than 75 mats 
with detailed instructions for build- 
ing advertisements, ideas for layouts, 
for use in local newspapers or maga- 
zines. Mats are furnished free on re- 
quest. Libbey-Owens-Ford Glass Co., 
811 Madison Ave., Toledo 3, Ohio. 


299 Window Glass Installation. 
Four-page folder or stuffer entitled 
“How to Replace a Broken Window.” 
Eight helpful steps for the do-it- 
yourself handyman described and 
illustrated. May be imprinted with 
dealer name. Libbey-Owens-Ford 
Glass Co., 811 Madison Ave., Toledo 
3, Ohio. 


300 Fishing Lures. Over 150 dif- 
ferent soft plastic lures are illustrated 
and described in DeLong’s latest cat- 
alog. The covers in color give a pic- 
ture of the range and scope of the 
lure colorations. DeLong Lures, 4026 
Princeton Blvd., Cleveland 21, Ohio. 


301 Fishing Rods. Improvements 
in styling and design of the compa- 
ny’s line of fresh and salt water, 
solid and tubular fiberglass rods are 
depicted in the 1960 catalog. Also in- 
cluded are telescopic fiberglass and 
steel rods, revolving rod display 
stands, and wall display racks. Betts 
Manufacturing Co., Division of M-B 


HELPFUL 


BOOKLETS 
FREE! 


(Use reply card on page 51) 


Corp., New Holstein, Wis. 


302 Fastening Devices. A 20-page 
catalog features detailed information 
on “Hi-Red” plastic expandable 
screw anchors, and “Wally” plastic 
screw anchor, “Drive-Straps” shields, 
washers, machine screws, masonry 
drills, and other fastening devices in 
the company’s lines. Holub Indus- 
tries, Inc., Sycamore, Ill. 


303 Household Hardware. A 2- 
page, 3-color bulletin describes the 
Roto-Rack household hardware dis- 
play, a 4-sided merchandiser contain- 
ing 41 individual items and 396 
pieces of “Standard” barrel bolts, 
cupboard turns, sash locks, hinges, 
and hasps. Information about avail- 
able finishes, sizes, and packaging for 
each item is given also in Form RR. 
Shelby Metal Products Co., Shelby, 
Ohio. 


304 Water Systems. The 1960 cat- 
alog, largest in its history, is avail- 
able. It features a loose-leaf cover 
with tabs for easy reference and in- 
cludes product sections on submers- 
ible, jet and reciprocating water sys- 
tems, submersibles and upright cellar 
drainers, and water softeners. Sec- 
tions are devoted also to the history 
of the company, pump selection and 
installation data, and sales aids. The 
entire contents are available in 2- 
and 4-page sections suitable for mail- 
ing by wholesalers and their dealers. 
Each section has space for imprint- 
ing. Tait Manufacturing Co., 500 
Webster St., Dayton, Ohio. 


305 Lubricant. A colorful catalog 
page describes Dry-Lube, an all-pur- 
pose lubricant packaged in non- 
breakable polyethylene squeeze bot- 
tles. Also illustrates new display 
cards. Page is 84%” x 11” to fit stand- 
ard binders. Reardon Products, 305 
Cass St., Peoria, Il. 


306 Fishing Tackle. Seven color- 
ful catalog sheets, picturing and de- 
scribing the complete line of Langley 
baitcasting, spincasting, and spinning 
reels and rods, are offered. Newest 
contribution described is the Model 
444 Dyna-matic reel. Langley also 
offers the Fisherman De-Liar in two 
styles, bubble-packed for peg board 
display or packaged in cartons, as 
well as two artificial baits, the Mata- 
dor jig and the Banderilla lure. 
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Langley Corp., 310 Euclid Ave.,; San 
Diego 12, Calif. 


307 Trowel Trades Tools. Special 
Dealer Edition of the 1960 Goldblatt 
Tool Catalog presents the “Good as 
Gold” line of tools and equipment for 
masons, cement finishers, plasterers, 
and other building professionals. 
Many new tools and building ideas 
are included. Goldblatt Tool Co., 
Walnut St., Kansas City 41, Mo. 


308 Airex Products. The com- 
pany’s 1960 catalog contains 10 pages, 
in color, which illustrate and describe 
the complete line of fishing tackle. 
Catalog sheets are offered also on 
Baseball Gloves and on Rainwear. 
Airex Corp., 411 Fourth Ave., New 
York 16, N. Y. 


309 Window Glass. A _ 15-page 
booklet describes and illustrates the 
L. O. F. process of sheet drawing flat 
glass, the types and general uses, and 
gives selection and physical specifica- 
tion data. Booklet also shows dealer 
sales aids, such as signs and display- 
storage racks, and gives pointers for 
glazing and proper cutting of glass. 
Libbey-Owens-Ford Glass Co., 811 
Madison Ave., Toledo 3, Ohio 


310 Putty Pencil. A catalog page 
descriptive of Magic Woodblend put- 
ty pencil is available. The bulletin 
explains how Woodblend corrects 
surface defects and holes in any 
shade wood. It also provides infor- 
mation about two displays, various 
color assortments, prices, etc. Form 
WB 1000. Magic Iron Cement Co., 
Inc., 5403 Bower Ave., Cleveland 27, 
Ohio. 


311 Curry Combs. An envelope 
stuffer entitled “How to Curry Favor 
with Your Customers” and which il- 
lustrates and describes a line of cur- 
ry, mane, and curling combs is now 
available. North & Judd Manufactur- 
ing Co., New Britain, Conn. 


312 Galvanized Ware. A 16-page 
catalog describing the full line of 
J&L galvanized ware is available. 
Alongside the pictured products are 
descriptions, specifications, and ship- 
ping information. The product line 
includes pails, tubs, trash cans and 
burners, coal hods, fuel cans, water 
cans, etc., for a variety of industrial, 
commercial, and domestic uses. Con- 
tainer Division, Jones & Laughlin 
Steel Corp., City Park and Hamilton 
St. Toledo 1, Ohio. 


313 Building Specialties. An en- 
larged M-D catalog which contains 
64 pages plus cover is offered to deal- 
ers. The outside cover is dominated 
by a 3-D rendition of the M-D trade- 
mark in four colors against a black 
background. The inside pages, printed 
in three colors, completely illustrate 
all of the building specialties manu- 

(Continued on page 58) 
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factured by the firm. Macklanburg- 
Duncan Co., Box 1197, Oklahoma 
City 1, Okla. 


314 Fishing Lures. The 1960 color 
catalog illustrates the complete line 
of Whopper Stopper lures consisting 
of styles for all types of fishing from 
top to bottom scratchers. Sizes for 
spinning, casting, and trolling in a 
wide range of patterns to suit all 
conditions. Whopper Stopper, Inc., 
Box 793, Sherman, Texas. 


332 Fishing Tackle. The new %4- 
oz. “Razzle Dazzle” lure is featured 
in the company’s 1960 64-page cat- 
alog. Packaging is described as one 
dozen to the easel-type display card, 
with each lure on its own card; one 
size and one blade color to a card. 
Wright & McGill Co., P. O. Box 518 
aa, Aurora Station, Denver 8, Colo. 


333 Fabric Cement. Leaflets and 
brochures are available as well as 
mailing cards for dealers on the uses 
of Tehr-Greeze Fabric Cement for 
patching, repairing, and mending of 
any item made of cloth, canvas, 
leather, and soft wool. Val-A Co., 
700 W. Root St., Chicago 9, Il. 


334 Edge Tools. Colorful catalog 
pages are available presenting the 
company’s line of axes, hammers, 
hatchets, Bush Hook, sledge ham- 
mers, and garden toajs. Illustrated. 
Mann Edge Tool Co., Lewistown, Pa. 


335 Vises and Levels. Catalog No. 
60 includes descriptions of 64 dif- 
ferent vises and 42 levels. Quick 
reference vise charts and compara- 
tive specifications are shown also. 
There are over 80 individual illus- 
trations. Columbian Vise & Man- 
ufacturing Co., 9021 Bessemer Ave., 
Cleveland 4, Ohio. 


336 Household Chemicals. Catalog 
pages are available on the company’s 
products which include Chimney 
Sweep Soot Destroyer, De-Moist Air 
Dryer, De-Moist Mildew Spray, 
Oven-Aid Oven Cleaner, Mr. Slick 
All Purpose Lubricant, Free-All Sep- 
tic Tank Activator. Circulars on some 
products are offered. G. W. Coughlan 
Co., West Orange, N. J. 


337 Barbecue Portable Pits. In- 
formation about styling and cooking 
features of the 1960 line of “Char- 
Broil” portable outdoor cooking 
equipment is provided in a pamphlet. 
Columbus Iron Works Co., Columbus, 
Ga. 


338 Sweeps and Plow Shares. A 
colorful wall chart illustrates the 
Southern Streak line of “Red Streak” 
high carbon sweeps and other steel 
plow shares. Southern Plow Co. 
Division of Columbus Iron Works 
Co., Columbus, Ga. 


339 Marine Cordage. A 28-page 
marine catalog featuring a special 


display rack section and showing 
the company’s complete line of rope, 
cordage, and water skiing accessories 
is available. Marine Division, Puritan 
Cordage Mills, 124 “abel St., Louis- 
ville 6, Ky. 


340 Plastic Hose Nozzles. A 3-color 
bulletin, descriptive of Trans-Flo 
plastic hose nozzles, contains complete 
information on packaging, displays, 
and test data. Bulletin L-169A. 
Vichek Tool Co., Cleveland 4, Ohio. 


341 Spark Plugs. The Mower 
Power M-42 spark plug which is spe- 
cially designed for power mowers, 
power saws, tillers, garden tractors, 
and similar engine applications, and 
outboard spark plug are described 
and illustrated in available literature. 
Stitt Ignition Co., Marine and Power 
Mower Div., 86 East First Ave., 
Columbus 1, Chio. 


346 Outing Equipment. A 24-page 
catalog on the company’s complete 
line of outing equipment is available. 
Included are gun cleaning kits, indi- 
vidual cleaning accessories, gun 
sights, knives, compasses, and mis- 
cellaneous sporting products. Marble 
Arms Corp., Gladstone, Mich. 


347 Nails. Technical data, pro- 
fuse illustrations and suggested uses 
of the Stronghold and Screw-Tite 





DRAPER-MAYNARD SPORTS EQUIPMENT 


Ine is best! 


Just like “too many cooks spoil the broth” —the more sport- 
ing goods lines you have, the more headaches! More costs, 
too! You save when you stock and sell the one complete line of 
sports equipment your customers know . . . Draper-Maynard 
and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper 
work. In their place you get a complete line, with quality 
assured, quick delivery, faster turnover and higher profits. 
Get the full story. Write today for complete information, cat- 
alogs, and name of your nearest Draper-Maynard wholesaler. 


SE DRAPER-MAYNARD SPORTS EQUIPMENT 


he Lath Dog hina” a division of The MacGregor Co. 4861 Spring Grove Avenue, Cincinnati 32, Ohio 


For more information use Handy Return Card, Page 51 
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BY SPSCUAES J 


Nationally Advertised To Your Customers 
In LIFE, Saturday Evening Post, Popular 
Mechanics, Popular Science 


BUI mete 
SAWS .% 


Offer good to July 31, 1960 


There’s still plenty of time to make these special 
Stanley prices and this special Stanley promotion 
pay off big at your cash register. Your customers 
never had better reason to buy—and you never 
had better reason to stock and push—these 
STANLEY Builder Saws and Saw Ki 


Here’s another reason for their buying and your 
selling . . . our national advertising has told your 





customer that he can send for a—free—206-page 
booklet (50¢ value) “IDEAS To Help You Add To 
The Pleasure Of Good Living” when he has pur- 
chased any one of these Builders Saws or any item 
from the Stanley Hardware Center. (see below) 


See your Wholesaler today for complete details. . 


. and to place an order. 





Kits include saw, rip 
gauge, wrench and 
sturdy steel case. 


REG. 
PRICET 


NOW 


CUSTOMER 
SAVES 





H268 62” Saw 
H268K 642” Saw Kit 
*H269K 6/2” Saw Kit 
*H270K 7” Saw Kit 








$54.95 
69.95 
79.95 
94.95 





$49.95 
56.95 
67.95 
79.95 





$ 5.00 
13.00 
12.00 
15.00 








*ALL BALL AND NEEDLE BEARINGS TIF ITEMS BOUGHT SEPARATELY 


Stock STANLEY Hardware and Hand Tools for FASTER TURNOVER 


ry 





Ces . 
eee ti 


STANLEY Hardware Center—the popular home 
hardware items your fix-up customers want for 
spring and summer projects. Mass-displayed for 
maximum sales impact. Uni-Racks cut set-up 
time; give department impressive appearance. 
Complete Center includes 22 groups. Order 11 
or more and get free Promotion Kit. 














STANLEY Tool Center— You can have an organ- 
ized display of hand tools like this by mounting 
Stanley Uni-Racks on D pe ee me It will give you 
an effective selling and stocking arrangement of 
fast-tutnover Stanley Tools designed to increase 
self-service, impulse sales and, at the same time, 
provide easy stock control. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH ST NLE 


This famous trod. k distinguishes over 20,000 quality products of The Stonley Works, New Britain, Conn.—hand tools « 
STANLEY (Retest Sees renter taper tbat pet eta 





REG. U. S. PAT. OFF. 
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CANADIAN PLANTS: HAMILTON, ONT. AND ROXTON POND, P.Q. 


For more information use Handy Return Card, Page 51 





lines of nails are contained in the 
literature made available by the com- 
pany. Literature includes a technical 
brochure, a recent two-page catalog, 
and a booklet entitled “New Ideas 
for Using All-Nailed King-Post 
Trussed Rafters.” Independent Nail 
& Packing Co., Bridgewater, Mass. 


348 Shank Extender and Ball- 
cocks. Bulletin L-321A describes the 
No. 422 shank extender and three 
ballcocks. Leaflet explains how the 
shank extender can be screwed on 
the bottom of a regular ballcock to 
make it equivalent to a regular 234” 
repair shank ballcock. Outstanding 
features of the 09, 03, and 07 ball- 
cocks are listed also. Mansfield San- 


itary, Inc., Perrysville, Ohio. 


349 Chain Saws. Profit opportu- 
nities in the chain saw market are 
outlined in a new booklet, “Pioneer 
Points the Way to More Chain Saw 
Profit.” The publication describes the 
complete line of saws, bar and chain, 
for the professional logger and farm- 
er. Pioneer Saws, OMC Engines & 
Equipment Div., Waukegan, III. 


350 Display Boxes for Hardware 
Products. A two-color envelope stuff- 
er illustrating and describing nine 
counter display boxes is offered. The 
multi-colored display boxes include 
three assortments of snaps, two of 





PROSPECTS Are Very Good... 
And They're Everywhere You Look 


Highways 


Plants 


Golf courses 


+ 
They All Want 


Jacobsen ram 
High Wheel < 


Mowers 


Power Propelled 
24 inch cut 


Ly 


Ram High Wheel mowers are 
made to order for the tough cut- 
ting jobs that require top 
performance and low upkeep. 
Prospects are eager for this kind 
of mower, and they’re all around 
you—plants, parks, cemeteries, 


Ram 24SP LR. — — 


highways. 22 inch and 24 inch 
free wheelers and 24 inch Power 
Propelled models with Jacobsen 
Hi-Torque engines. 

This is the brand that sells 
easiest—puts money in your 
pocket. 


Featinne for featiune-the finest | 


eB, 


6 
“8 
et 
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“y: Jacobsen 


MANUFACTURING COMPANY 
8 Dept. SH6. Executive Offices Racine, Wisconsin 
Factory, Brookhaven, Mississippi 


Send for brochure 





swivel eye and one each of chain 
repair links, safety gate latches, 
clothes line holders and safety hooks 
and eyes. North & Judd Manu- 
facturing Co., New Britain, Conn. 


351 Metal Household Furniture. 
A full-color catalog of many models 
of household stools, serving carts, 
metal folding bridge furniture, and 
juvenile furniture is available. Deal- 
ers stocking the line may also 
request display material and co-op 
ad mats. Hamilton COSCO, Inc., 
Columbus, Ind. 


+ 


Gifts and Housewares 
(Continued from page 32) 


The store’s owners cite still 
another reason for their success in 
the hardware business. That of 
actively pursuing credit customers 
and inviting them to open a charge 
account at the store. 

“When we first bought the store 
in 1951,” they explained, “it is 
doubtful if there were 20 credit 
customers on the books. Now we 
have more than 500 customers on 
our regular credit list.” 

“Not only that,” says the senior 
O’Brien, “but I don’t think that 
we lost even 20 dollars last year on 
bad accounts.” 

This doesn’t mean that the 
O’Briens simply open a credit ac- 
count to anyone who comes in and 
asks for one. Their first step is to 
keep check on all new families 
moving into the neighborhood. 
When one does, they check his 
credit rating in the retail mer- 
chant’s Red Book. If he has an A-1 
rating, they immediately extend an 
offer to them to become regular 
charge account customers of the 
store. 

A special credit card is given the 
customer that may be carried in 
the billfold or purse. When the 
customer makes a charge purchase 
at the store, he simply shows the 
salesman the credit card with his 
name and number on it. 

Circulars and flyers are also 
mailed to customers every three 
months. There are about 6,000 
names on the mailing list. Much of 
the material in the circulars call 
attention to the housewares items 
on which the store is offering 
special prices, or new items just 
in stock. 

Although the store will occasion- 
ally offer items marked down from 
the regular price to a sale price on 
the slow-moving items, they find 
that housewares will sell on their 
own merit. 

“And,” says P, L. O’Brien, “al- 
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though we do a terrific business 
around Christmas time and have 
special promotions at that time, 
gifts and housewares are actually 
a 12-month a year business.” 

Displayed in an eye-catching 
manner, the gift items are ar- 
ranged to encourage impulse buy- 
ing, for which women are the best 
customers. But the men cannot be 
discounted. Men as well as women 
are often found strolling through 
the section, looking over the gift 
and housewares displays and read- 
ing the small signs placed near the 
china and glasswares section that 
tell of the qualities, patterns, and 
gives other information about the 
various items. 

Wynnewood Hardware is fast 
achieving the goal that it has been 
striving for during the past few 
years. That is, when people in the 
area discuss or mention gifts and 
housewares items, they will be told 
“try Wynnewood Hardware first.” 


oa 


The Customer and 
the Big-Ticket Sale 


(Continued from page 34) 


hordes of ‘just lookers’.” The low 
amount of breakage thus far ex- 
perienced in the department bears 
out the logic of these rules. 

Customers of all ages seem to 
appreciate the well-labeled 
“browser bins” of records, ena- 
bling them to find their preferences 
without searching through a mass 
of ill-assorted titles. When young 
people or those interested in single 
records are ready to listen to their 
selections, they are directed to the 
two-machine, glass-enclosed lis- 
tening booth at the rear of the de- 
partment. 

But when a customer selects a 
stereo or 1.p. record, he is taken 
to a special listening room in the 
back of the store; down an aisle 
where he is exposed to the store’s 
large display of major appliances. 
There are several reasons for this 
treatment. The listening room is 
handsomely furnished with car- 
peting, draperies, a rich wall tap- 
estry and, of course, the finest 
phonographic instruments. As Pry- 
blek explains this setup: “We're 
trying to take him into the atmos- 
phere of his home. And it’s natural 
that he begins thinking, even 
while he’s listening to the record, 
how well his own collection would 
sound if he had this kind of equip- 
ment. We don’t believe we’re over- 
ly optimistic in expecting many 
equipment sales—at about a $300 





. .. from airplane hangar door equipment to vanishing 
door hardware, R-W offérs literally hundreds of top- 
quality standard and specialty hardware products. Some 
you will want to stock because of their fost turn-over . . . 
others you will want to buy only on special customer 
requests. In either case, your R-W Hardware Catalog 
offers you a complete line of “profit-plus” hardwore 
specialties ... items that could earn you many dollars 
of “added-profits” each year. 


Richards-Wilcox 


F MANUFACTURING COMPANY 
rata Gaes A HANGER FOR ANY DOOR THAT SLIDES 
No. A-400. 336 W. THIRD ST. * AURORA, ILL. * Branches in all Principal Cities 





SOUTHERN HARDWARE for June, 1960 For more information use Handy Return Card, Page 51 é! 





Z 


New Tubing Cutters 


=. 


RIESID Ne. 205 Tubing Cutter 
Time-Saving, Slide-to-Size Ys" to 2%" O.D. Capacity 


Your customers will find these new lightweight 
but strong Ri@aip Tubing Cutters extra-handy 
on every job. Slight push on handle of large-size- 
range Feitntm No. 205 snugs cutter wheel against 
tubing . . . locks it in position until released. Feed 
screw fully protected and enclosed . . . always feeds 
into tube with easy handle turn . . . can’t jam with 
chips or dirt. Wheel gives quick, clean cuts of 
copper, brass, aluminum tubing and thin-wall con- 
duit . . . no burr. Grooved rollers give easy flare 
cut-offs without tubing waste. Tubing always 
turns freely on 2 of 4 Rollers. Rollers smooth tubing 
ready for soldering. Fold-in reamer always handy. 
Spare Cutter wheel in handle. Wheel for plastic and 
aluminum pipe available for No. 205 only. 


Conform to Fed. Spec. GGG-C-77 Ib Type I1—Class | 





Protected Feed Screw 
Always Easy-Turning 
Ya" to 1%" O.D. Capacity 


Get ready for sure sales! Order your supply of these new 
RIGNID Tubing Cutters today! Your Wholesaler has them! 


For more information use Handy Return Card, Page 51 











ARE YOU MAKING 
USE OF OUR 
READER SERVICE? 


The editorial and business staff of 
SOUTHERN HARDWARE is eager 
to serve you. One way in which we can 
help you is to make it easy for you to 
draw upon the wealth of technical and 
promotional material available to you 
from manufacturers. 


In the accompanying pages are the 
descriptions of scores of useful cat- 
alogs, helpful literature and sales aids. 


Check over the list of publications 
and informative bulletins available; 
note the numbers of the ones you need 
on the handy return card coupon along 
with your name, title, company and 
address plainly written. We will tell 
each manufacturer to send directly to 
you the information you want. 


Address your requests to: 


READER SERVICE 


SOUTHERN 
HARDWARE 


806 Peachtree St., N. E. 
Atlanta 8, Georgia 
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EXTRA PROFITS 


For R-V-LITE Dealers 


Free Goode 


pea ¢ / 1B 2 popail / 


Plug FREE FREIGHT 


ARVEY CORPORATION will send you 


about the extra- profit $1.00 cash if you have this certificate, 


properly filled out, on file with us when we 
receive your “Early Bird Deal” order from 


“Early Bird”’ Deals on é : your jobber. Certificate and orders must 


be postmarked not later than August 31, 
1960. This certificate also entitles you to 


' § get all of the exciting new R-V-Lite promo- 
=" exi e tion materials for 1960. 


Dealer Name aan 


Window Maierials zs 








Address__ 

- a Sees 
My jobber is: 

Company 


i” peas ae | re 


3500 N. Kimball Ave., Chicago 18, Ill. 
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average—to begin right in this 
room with a record customer!” 

The opportunities to make ad- 
ditional sales do not end here. In 
cleverly-planned proximity to the 
record bins are portable phono- 
graphs, tables, racks, needles, 
static cloths, and other related 
items—even a $129.95 electric 
chord organ which is expected to 
become a good seller! 

Though many a hardware man 
would be apprehensive over the 
merchandising problems of a rec- 
ord department, Pryblek boils 
down the success formula to a few 


words—“Stay a jump ahead of 
your stock.” And this is much the 
same rule for many other types of 
merchandise, Although at first 
glance the record business may 
seem as fickle as the fashion in- 
dustry, all a dealer really needs 
is an open ear and an alert mind. 
“Even if you make a bad guess on 
a bunch of records, there’s still a 
way out,” the manager says. 
“Many of the record companies 
have exchange and return plans. 
That’s one saving feature of this 
business—the music that’s dead 
in Texas may be selling like crazy 





@ RECOGNIZED BRAND QUALITY 
@ FULL LINE, POPULAR MODELS 
@ PRICED FOR PROFIT-TURNOVER 


FOR VALUE LEADERSHIP 
AND SALES-APPEAL, HERE’S A LEADER 


1/3 and 1/2 H.P. 
Plastic-lined 
Tanks. 


PACKAGE SYSTEMS 


SHALLOW WELLS 


3, 12, 18 or 30 Gol. Sizes. 
Low first cost. Lowest 


Operating cost. 
Very efficient. 


Retail: $93 and up 


HI-PERFORMANCE 
AND TOP VALUE IN 
CONVERTIBLES 


1/3 and 1/2 H.P. 
3, 12, 18 or 30 Gal. sizes. 


1/2 THRU 2 HP. 
DEEP WELL 
SUBMERSIBLES 


Plastic-lined Tanks. 
PACKAGE SYSTEM 
FOR DEEP 


OR SHALLOW WELLS 


BRONZE 
FITTED 
PUMP 


REMOTE TANK 
DEEP & SHALLOW 
WATER SYSTEMS 


Single and multi-stage 
jet pumps. Water levels 
to 150 ft. Single or 
2-pipe jet assemblies. 
High capacity for all 
home and farm needs. 
1/3, 1/2, 3/4, 1 and 
1-1/2 H.P. motors. 
Shallowell cap. to 1250 
GPH. Deepwell cap. to 
1220 GPH. 


42, 82 & 120 GAL. TANKS 


Retail: $122 and up 


Franchises Available... 


PUMPS - SOFTENERS - HEATERS 


CITY. 


For more information use Handy Return Card, Page 51 


ADDRESS 


Bronze-fitted pump. 
Full-power motors. 
Self-priming. Highest 
convertible efficiency. 


Retail: 


NEWEST 
“HI-LO-JET”’ 
CONVERTIBLES 


Jet on pump for 
shallowell use. 
Jet in well for 
deep wells with 
2°’ or larger 
casings. 


GET THE FACTS 
FOR MORE PROFIT! 
MAIL THIS COUPON TODAY 


YES! SOT cccstiiiiiine 


We want to know more about the Wayne Profit 


- Franchise. We are interested in maximum discounts 
| os 

: C) KEY DEALER 

U NAME 


a (check below): 
( DisTRIBUTOR 














in the East and vice versa.” 
Harold’s buys its stock directly 
from record distributors and car- 
ries only the top name labels. 
When the Bunker Hill store had 
been open only a few months, the 
president of the Houston chain 
stated that the record department 
was racing neck ’n neck with gift- 
wares for top traffic and he antici- 
pated that record sales would soon 
reach a $250 daily average. 

No hardware store can stock 
everything, though many of them 
appear to be trying. But dealers 
with an eye toward moving such 
merchandise as major appliances 
have learned that they must do 
everything possible to build up at 
least one “heavy traffic’? depart- 
ment. It may be gardening equip- 
ment, do-it-yourself items, gift- 
ware, sporting goods, or—as with 
Harold’s Bunker Hill store—phon- 
ograph records. The Houston firm 
feels that its record department 
may be accomplishing a feat al- 
most as remarkable as the moun- 
tain coming to Mohammed. Not 
only has the merchandising experi- 
ment attracted a pleasing flow of 
traffic but it has lured in custom- 
ers who are not usual patrons of 
hardware stores. And even though 
their current purchases may only 
register a dollar or so on the rec- 
ord department’s cash register, 
they’ll return to familiar ground 
when they need the other mer- 
chandise they’ve seen at Harold’s. 


* 


Garden Supplies and 
Sporting Goods 


(Continued from page 35) 


equipment. 

“Offering the newest in garden 
supplies and sporting goods,” he 
said, “helps me to get that extra 
turnover I want. Boys are among 
our most enthusiastic customers. 
They use their own money to put 
fishing tackle in layaway. Much of 
that money is earned with the 
lawn and garden work they do for 
parents and neighbors. 

“When a boy comes in here with 
his father, he often turns into a 
salesman for a new power mower 
or edger. He probably likes to go 
fishing on Saturday, but to earn 
expenses for the trip, he must mow 
the lawn on Friday. Our fun-in- 
the-sun signs are hung among 
garden supplies as well as sporting 
goods. It is a logica] combination 
that helps to turn one sale into 
two.” 
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The fun-in-the-sun promotion 
is publicized with newspaper and 
radio advertising. Newspaper ad- 
vertising is used every week, with 
garden supplies or fishing tackle 
included nearly every time, except 
for a month or two in the winter. 
The radio spot announcements are 
used only in season—when the 
fishing and hunting are good or 
the lawn and garden are to be 
planted or cultivated through the 
long season. Then the listener 
hears the often-repeated slogan, 
“We've got the merchandise.” 

That slogan emphasizes one of 
Petray’s rules for buying: Have 
the merchandise on hand when 
the customer calls for it. A dealer 
who wants extra turnover cannot 
pinch on inventory, he says. Even 
at the end of a busy season, his 
inventory in garden supplies runs 
around $5,000 and his sporting 
goods inventory tops $10,000. That 
calls for some fill-in buying, which 
he does in order to keep stocks 
complete. 

Sporting goods and garden sup- 
plies have the front-of-the-store 
display, with a cleared area pro- 
vided for demonstrating fishing 
tackle and power lawn mowers. 

Fishing tackle is shown in a way 
to catch the eye, yet is protected 
from too much handling. The more 
expensive baits and lures are 
shown in glass cases. Others are 
displayed on cards hung behind 
the case. 

The sporting goods department 
is in charge of a fishing enthusiast, 
Harry Sanderlin. Customers know 
that he is well informed about 
which lures and baits are catching 
fish currently. 

“Baits and lures have fluctuating 
popularity,” he said. “Sales some- 
times stem from a single catch of 
a well-known fisherman. He has 
unusual luck with a certain lure, 
and word gets around about it. We 
then have a run on that number, 
which lasts until another fisher- 
man has luck with some other bait. 
To keep up with this fluctuating 
popularity, we make sure that we 
have the stock to serve our custom- 
ers at the time they ask for a 
certain bait.” 

Although baits and lures are 
displayed to prevent too much 
handling, rods are shown where 
the browsing customer can touch 
them and look at the price. 

Illustrating the owner’s rule to 
show attractive new items, the dis- 
play devoted to water sports is 
unusually complete. Petray says 
that it is paying him to swing in 
with the growing interest in skiing 
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9 ways to make steady profits 


in 1960 


Feature DEALER-TESTED 
ANCHOR BRAND and WILCOX-CRITTENDEN 


es ) Dependable Hardware 


wi enien your stock of these staples now 

















3. ¢@ 











EASY-DOES-IT 


C) No. 1 Calf Weaner, cast 

leable iron, standard pat- 
tern, points will not injure 
animal. 





HOLDS FAST 


CJ No. 290 Shackle, screw-pin 
type anchor shackle, drop- 
forged weldless steel, gal- 
vanized or self-colored, sizes 
Xi," through 2” 


WORKMANLIKE 


CJ No. 100 Curry Comb, steel 
with steel handle, open back, 
six bars with knocker bar. 


























EXTRA STRONG 


OC) No. 240 Slip Hook, self- 
colored weldless drop-forged 
steel, sizes to fit chains from 


4" through 4%” 


TIMESAVER 


CJ No. 2530 Chain Repair 
Link, cast malleable iron, sizes 
Xi, through %"; also drop- 
forged steel, No. 662, 44” 
through 44” 


EVER RELIABLE 


No. 0173 Pulley, single 
swivel, gray iron, closed malle- 
able eye, sizes to fit rope from 
a through K,"" 


























MANY-WAYS USEFUL 
No. 225 Bolt Snap, cast 


malleable iron, swivel round 
eye, 4", %", %", KH", VW. 


SILENT SALESMAN 


Cj No. 1 Snap Assortment 
contains 72 pieces, all-purpose, 
open eye, %"; swivel eye, 4%", 


5%", spring, bolt snaps; color- 


ful display box. 


You stock staples that will make steady 
profits for you in 1960 when you stock 


Anchor Brand and Wilcox-Crittenden 


dependable hardware. 


Quality and durability are the watchwords 
for this hardware and customers appreciate 
both — and you, for providing it for them. 
If a check shows your stock is low, ask your 


jobber to bring it up to snuff A full stock 


means full profits for you. 


NO-SLIP GRIP 


No. 301 Turnbuckle, open 
type, hook and eye, galvanized 
weldiess drop-forged steel, gal- 
vanized threads. 


NORTH a 


Manufacturing Company 


New Britain 


Connecticut 


New York ¢ Boston ¢ Philadelphia + Atianta * Jackson(Miss.) © Buffalo « Detroit « Chicago 


Minneapolis ¢ St.Louis 


Dalias 


Los Angeles 


San Francisco « 


Seattle * Montreal 
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and boating. While fishing and 
hunting are the natural sports in 
this area richly supplied with 
lakes, water sports are growing in 
popularity. The display here in- 
cludes skis, nylon rope, boat cush- 
ions, paddles, beverage coolers, ice 
buckets, outboard motors, and 
other items. 

To complete the sporting goods 
department that is ringed with 
garden supplies, a table filled with 
outdoor clothing is shown through- 
out the four fishing-and-hunting 
seasons. As all other displays in 
this store, this one is unusually 
complete, even to the bed rolls. 

Layaway is promoted for both 
sporting goods and garden sup- 
plies, especially for the more ex- 
pensive items. Power lawn mow- 
ers, electric garden tools, hand 
tools, garden hose, fishing tackle, 
camping equipment and guns help 
to keep the layaway bins filled 
throughout the year. 

The layaway rule is flexible re- 
garding down payment. The cus- 
tomer may pay anything he wishes 
to hold the article in layaway. 
However, a stricter rule prevails 
about payments. 

The customer is told that he 
must make regular payments on 


his layaway until it is paid out. If 
too many payments are skipped, 
the article is placed back in stock. 

To encourage layaway sales, the 
customer is reminded that no in- 
terest is added. Many a gun sale is 
closed because of this, and many a 
gun is sold in advance of the hunt- 
ing season. This also holds true for 
power lawn mowers, which are 
never taken completely out of dis- 
play. The customer who has his 
mind on buying a gun for the duck 
season is also kept interested in 


Items Seen Are 
Items Sold 


(Continued from page 37) 


buy, say, a can of paint. He sees 
the bulb display, remembers that 
he has been bulb-snatching at 
home, and stocks up while he is 
in the store. 

The first gondola display con- 
tains plastic housewares. Beyond 
are the cleaning aids and to the 
right are mops, brooms, and iron- 
ing boards. 

In a combination hardware and 
drug store there is a considerable 


putting a power mower in lay- 
away. 

During the fun-in-the-sun pro- 
motion, layaway sales falter a little 
on lawn mowers. The customer 
does not want to wait until the 
purchase is paid out. The monthly 
payment plan is then used, with 
interest added. 

“Garden supplies and sporting 
goods are two of our most profit- 
able major lines,” Petray conclud- 
ed. “And both respond to dual pro- 
motion as fun-in-the-sun items.” 


amount of female traffic. These 
displays of merchandise have been 
arranged to catch their eye. 

Perhaps the ordinary hardware 
store does not have as high a per- 
centage of women customers, but 
Bridges stated that national sta- 
tistics show that the little lady of 
the house spends 80 percent of the 
family’s money. In appealing to 
her, the hardware store is recog- 
nizing its greatest potential in 
sales. 

On other gondolas there are 
plumbing and bathroom accesso- 
ries. Around the walls are the 
garden tools, fishing tackle, sport- 





of § 
Display this 
- 


fe You can bet it all on this pair of 
. 


a. 








15 “East 26th Street, New York 10, N. Y. 
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ing goods, mechanics’ tools—in 
fact, everything to be found in the 
modern hardware store. One en- 
tire gondola has been given to 
plumbing supplies. 

The heavier merchandise, such 
as bolts, pipe fittings, doors, step- 
ladders, and building supplies, is 
kept in another part of the store. 
In this second section, no effort 
has been made to display. The 
bolts and screws are kept in 
wooden bins and much of the mer- 
chandise is kept in the containers 
in which they were shipped. 

This second section, which has a 
drive-in entrance for truck load- 
ing, is separated from the modern 
part of the business by a wall 
and door. 

Bridges-Arwood Hardware Co. 
occupies a building formerly used 
by an automobile agency. Bridges 
made his layout to fit the build- 
ing and does not necessarily 
recommend it over any other. Ev- 
ery dealer must adapt his store 
layout to his own situation, he 
stated. 

Another advantage of displayed 
merchandise, Bridges has discov- 
ered, is that with this form of 
semi-self-service, he has cut over- 
head since less sales help is 
needed. 


. 


Selling the 
“Out-of-the Way” Store 


(Continued from page 40) 


al disadvantage is the lack of ad- 
jacent retail establishments to help 
draw business to the immediate 
area. 

The location does offer ad- 
vantages, however. It offers plen- 
ty of free parking space, easy to 
enter and leave, good streets with 
traffic always moving, in public 
view from two directions, and is 
only three blocks from the heart 
of town. Also good from manage- 
ment’s viewpoint is being on a rail 
siding and having easy access for 
truck pickup and delivery, as well 
as having ample space to expand. 

To make its location better 
known, the company started de- 
voting more newspaper ad space 
to directions on how to find the 
store. They use “supermarket- 
type ads,” large space describing a 
great variety of merchandise. Di- 
rections to the store had been 
crowded under the company logo- 
type. These were brought out into 
a large box with plenty of white 
space around the lettering, so that 
this information actually domi- 
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nated the page. 

Next, three large billboards 
bearing seven-foot clocks were 
erected. Clocks are black on 
white for good readability. The 
sign backgrounds are grass green 
behind canary lettering, since this 
bright yellow is said to have the 
highest attention value. 

Two of the signs are on prin- 
cipal highways into Tuscaloosa, in 
locations free from other signs. 
The third sign is just off the main 
street on the edge of the business 
center. Looming over the truck 
bypass, it can be seen clearly from 
the main street. A large arrow on 
the sign points down the bypass 
towards the hardware store. 

The three signs cost nearly 
$4,000. With aluminum surfaces 
their maintenance is slight, other 
than replacing lamps and repaint- 
ing. Occasionally the clocks have 
to be reset after power failure. 
Here the firm has proof the public 
notices their clocks. Phone calls 
always flood in to report the 
clocks inaccurate when the power 
fails even momentarily. 

To get people to glance at the 
store as they go around the turn, 
a large array of playground equip- 
ment was set up in the outer angle 
of the store property. At night 


high floodlights blaze on the store 
front, parking area and play 
equipment, drawing them together 
in a single unit. 

The store front is painted the 
same colors as the billboards, with 
all lettering in the same style. 
This makes for quick recognition 
without reading the name. When 
seeing it for the first time, a pass- 
ing Tuscaloosan does a double- 
take to make sure the name really 
is the same as on the billboards. 

Ten large eye-trap display win- 
dows now line the front of the 
store, which used to present a 
barn-like face to the street. Ar- 
ticles in the windows are chosen 
according to whether they can be 
identified from the highway. That 
is, two or three items should be 
recognizable in each window. 
Then, on closer inspection the rest 
of the window should reveal as- 
sociated merchandise. 

A wide range of items is dis- 
played in these windows. How- 
ever, heavier emphasis is made on 
giftwares, housewares, and toys. 
This is because more people know 
the major line is hardware, plus 
building materials. The windows 
remind motorists that the store 
has merchandise to appeal to 
everybody and is virtually a 








REPLACEMENT 


as a as 


GYM SWING BEARINGS 


FOR THE 18 MILLION P 
SWINGS THAT NEED THEM NOW 


The phenominal sales success of WESSEL ball-bearing swing 
sets proves ‘most everybody wants to replace deuauien, rusty 
hangers. You can sell WESSEL replacements in volume! Attrac- 
tively skin-packaged colorful, pre-priced cards for self-service 
impulse sales. Two styles; #808 without, #809 WITH thru-bolt. 
Easily, quickly installed. BOTH items zinc plated to resist weather. 


Stock now. Ask your jobber or 
write to 


WESSEL HARDWARE CORP. 
919-931 WN. Sth St, Ph 23, Pa. 
In Canada: Geo. S. Hall Co. 25 Gren- 
ville St., Toronto |. Export: Hall & Reis, 
inc., 165 Broadway, New York é 


For more information use Handy Return Card, Page 51 








Streamlined design, powerful selling 
features, wide range of sizes and mod- 
els, individual cartons—these are the 
reasons why Horton Water Coolers 
are America’s fastest-moving favorite. 


See your wholesaler, or write: 


HORTON EQUIPMENT CO. 
P. O. Box 2611, Houston, Texas... 
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“supermarket for the home.” 

As a result of this “get ac- 
quainted program,” retail sales 
have turned sharply upward for 
J. Oviatt Bowers Co. in the past 
four years. The greatest evidence 
of their success has been increas- 
ing numbers of women customers. 
These had once seemed reluctant 
to leave the downtown shopping 
district. They have since made the 
giftwares, housewares and toy sec- 
tions of the Bowers store decidedly 
profitable. 

Although the Bowers’ manage- 
ment had been willing to spend 
extra advertising money to broad- 
en their sales base and to increase 
traffic, they feel the added busi- 
ness absorbed the added sales 
cost. The increased advertising 
expense remained in normal ratio 
to the increased sales! 


¢ 


Upping Power Tool Sales 
(Continued from page 47) 


to an ideal arrangement. 

The carpenter mentioned he 
would like access to power tools, 
Crooks mentioned he would like 
to resume the demonstrations, and 
they agreed: the carpenter would 
come in on Saturday mornings, us- 
ing whatever power tools he 
needed—and Crooks would have 
his demonstrations without cost. 

The arrangement, Crooks re- 
lated, has been most satisfactory. 
The front window view has at- 
tracted sidewalk spectators, many 
of whom stop in for information 
about the tools being used. A store 
salesman moves in to pick up any 
sales leads. 


Do-It-Yourselfers 


Most prospects and eventual 
buyers are, as to be expected, do- 
it-yourself carpenters setting up 
or expanding basement work- 
shops. With rare exceptions they 
take advantage of the 24-month 
payment plan the store offers. 

Central Seed & Hardware rents 
electric saws but, according to Mr. 
Crooks, the store has not found 
any of the rental field too profit- 
able in recent years, especially 
with such items as floor sanders 
and polishers. 

Central Seed is one of Birming- 
ham’s largest and most progressive 
hardware stores. A key feature is 
having every display fixture on 
the sales floor on rollers, making 
floor changes relatively simple. 





Suggested 
Retail 
$2.39 
$6.98 


PATIO GARDEN BELLS 
Highly polished and weather resist- 
ant lacquered. Satin black brackets. 
High profit, high turnover. 


Suggested 
Retail 


HAND BELLS & 
TEA BELLS 
Solid brass or 
nickel plated 

steel, clear 

ringing tone, 

black handles. Full 
line, big sellers. 


COW BELLS 


For porties and sports events. Popu- 
lor year ‘round. Many types, full 
range of sizes. 


* Coniplete Line 
* High Profit 
* Big Volume 


Display packaged, full price range, 
on all yeor ‘round sellers. Perfect for 
a hundred uses at home or away 
.-.@ big gift item. 





Send for the Bevin Catalog 
EVIN BROS. 
MFG. COMPANY 
East Hampton, Conn. 
Sales Representatives 


John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 
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DEALER SALES AIDS 


Nail Display Board 


The proper selection of Aluminum 
Nails is simplified by the Display 
Board made available without charge 
by Phifer Wire Products, P. O. Box 
9007, Tuscaloosa, Ala. Actual sam- 
ples are contained on the board. 
Suggested uses are shown at right 
and specifications appear below each 
nail. 


The nails selected from the display 
are available in 25 and 50 Ib. cartons. 
All except common, oval head trailer 
and trim nails are also packed in 
“Job Pac” cans, 30 cans to a master 
carton, Many Phifer Aluminum Nails 
are available in 25c retail packets 
under their “Temprite” labels. For 
more information— 

Write in No. Bl on card, Pa. 51 


Garden Shears Display 


The new Garden Shears Display 
GT-60 is announced by J. Wiss & 
Sons, Newark 7, N. J. The display 
rack is free with the assortment and 





holds one each of 13 best selling 
shears, permitting the retailer to se- 
lect his own back-up stock. 

The display is a colorful unit, re- 
quiring less than 1% square feet of 
space. 

Retail value is $44.23. For more 
information— 

Write in No. B2 on card, Pg. 51 


Power Tool Display 


A display featuring the five basic 
PET Job-Tested Power Tools is 
made available by Portable Electric 
Tools, Inc., 320 West 83rd St., Chi- 
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For more information on these sales 
aids use the free post card on page 51 


cago 20, Ill. The display features the 
Model 1450 GM 4” Mirror Finished 
Drill, 804 %” Drill, 2150 Jig Saw, 
K-200M Oscillating Sander, and 630M 
642” Power Saw. Streamers, accor- 
dion folders, and fact tags attached 
to each tool are included also. 

The display stand, called Model 
ADS-43, features metal supports of 
gold erudite finish. Mar-proof base 
prevents scratching counters. Colors 
are green, white, and red. 

The display is furnished with one 
each of the power tools, streamers, 
accordion folders for handout, and 
complete fact tags. As a unit, it is 
designated Model UP-40. For more 
information— 

Write in No. B3 on card, Pg. 51 


Picture Hangers 


Counter displays which hold two 
dozen packages of the Jiffy Picture 
Hangers are announced by Jiffy En- 
terprises, Inc., 150 North 13th St., 
Philadelphia 7, Pa. 


The displays give full product in- 
formation: no hammer or nails are 
required in hanging pictures; applies 
to surfaces such as glass, tile, plaster, 
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wood, and metal; and holds 15 lbs. 
The product is cellophane wrapped, 
packages to sell at six for 19 cents. 
For more information— 

Write in No. B4 on card, Pg. 51 


Jon-E Warmers 


A clear plastic box is now used 
to package both sizes of Jon-E warm- 
ers, Aladdin Laboratories, Inc., 620 
So. 8th St., Minneapolis, Minn., an- 
nounces. 

The package affords an attractive 
self-display for the warmers. It is 
backed with a colorful card show- 
ing the product in use. The box is of 


arne@ warmer 


special design, with three compart- 
ments so that it is reusable for car- 





Big in size... Big in sales! 


No. 430 


‘CHAMP 


Your best tool customers—home owners, servicemen, mechanics of 
all kinds—have been asking for a CHANNELLOCK plier big enough 
for big jobs . . . compact enough for easy handling. Here is the answer 
... the CHANNELLOCK No. 430 BIG CHAMP. This handy plier has 

a full 2’ parallel jaw capacity yet can be carried easily because of 

its compact design. Best of all, BIG CHAMP has the terrific 


gripping power. . 
groove channels . . . the patented reinforcing rib. . 


. the unique undercut, non-slip tongue and 
. in short, 


all the exclusive features which have made CHANNEL- 


Display it... And They'll 
Buy It! Plhers packaged in 
this colortul display carton 


LENGTH 10” 
CAPACITY 2” 
WT. PER DOZ. 10 LBS. 


CHAMPION DeARMENT TOOL COMPANY + MEADVILLE, 


For more information use Handy Return Card, Page 51 


LOCK the fastest selling pliers in America. And you'll 
sell these new BIG CHAMPS faster because they're 


packaged in a compact, colorful display carton you can 


ay set up front in a jiffy. Order your supply today 


PENNSYLVANIA 





rying fishing flies, sinkers, leaders, 
matches, etc. 

New compact shipping cartons are 
being used also. Six standard size 
warmers are shipped in the carton 
illustrated, while the larger Giant 
warmers are shipped three to a 
carton. 

Each carton comes with a four- 
color window or showcase banner in 
it for display purposes. For more 
information— 

Write in No. B5 on card, Pg. 51 


Drain Tray Special 


One of several new Lustro-Ware 
merchandising promotions offered to 
dealers by Columbus Plastic Prod- 


ucts, Inc., Columbus, Ohio, is the 
Drain Tray Special #1008 with free 
Storage Bin display unit. 

An excellent unit for “up front” 
merchandising of trays, the #1008 
features nine large L-125S Drain 
Trays (154%” x 20”), and three stand- 
ard L-124S Drain Trays (15%” x 
15%”) in a Lustro-Ware B-70S 
Storage Bin. 

The polyethylene trays are indi- 
vidually packaged in poly bag, la- 
beled and prepriced to retail at $1.98 
and $1.69 each for the two sizes. 

One complete deal is included in 
each shipping case: nine large trays, 
three standard trays in an assort- 
ment of popular colors and white, 
and the free Storage Bin. Shipping 
weight is 16 lbs. 

Retail value of the trays is $22.89; 
the polyethylene Storage Bin, a full 
$2.49 retail item; offered at a total 
cost of $13.75 to the dealer. For more 
information— 

Write in No. B6 on card, Pg. 51 


"Family" Flashlights 


“Family Special” American-made 
flashlights in a handsome color as- 
sortment, retail priced at 98 cents, is 
announced by Burgess Battery Co., 
division of Servel, Inc., Freeport, Ill. 

New decorator patterns in blue, 


SOUTHERN HARDWARE for June, 1960 





“Every nail in this house 
is a Bethlehem See 


For strength 


. + economy 


“Want to know why? Because Bethlehem nails feel solid when you drive 
them. They go in straight and true. And the heads don’t fly off like some 
of those cheap nails we’ve tried.” 

Your local Bethlehem distributor carries all the popular sizes, styles, 
and finishes: bright, blued, cement-coated, and galvanized. Order them in 
easy-to-carry, 50-lb cartons. 

And you can count on fast delivery of farm fence, steel fence posts, 
barbed wire, baling wire, merchant wire, and bolts and nuts. Contact our 
sales office nearest you . . . or your regular distributor. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 





tan, and gray on the heavy duty 
steel barrels are combined with un- 
breakable Brite-Glo plastic heads 
and matching switch buttons in red 
or white. A deep-set reflector and 
protected lens provide a long range 
spot beam. 

For retail merchandising, Burgess 
has designed a self-standing easel 
display which holds eight flashlights. 
Packages consisting of an assortment 
of eight flashlights and the easel 
display are available through Bur- 
gess distributors. For more informa- 
tion— 

Write in No. B7 on card, Pg. 51 


Shears and Scissors 


J. Wiss & Sons Co., Newark 7, N. J., 
announces the HD-404 “Modern” 
counter display. Designed for a 
modern hardware fixture, gondola or 
island type, the frame is of limed 
oak with turquoise panel, and it is 
equipped with sliding plate glass 
doors. 

The HD 404 displays 15 items, 
which includes an assortment con- 
sisting of two each of 30 pairs of 
Wiss shears and _ scissors: dress- 
makers’, skalloping, trimming, pink- 
ing, and barbers’ shears; and em- 
broidery and sewing scissors. 

The display is 36” long, 6” deep, 
and 13” high. Shipping weight is 
28% lbs. For more information— 

Write in No. B8 on card, Pg. 51 





PRINTED HELPS 
and other sales aids 








ictor 


onibear 
ic) 





No. 330 








Also available: 


No. 110 Victor Coni- 
beor for muskrat, 
mink, skunk, weasel, 
barn rat, wharf rat, 
squirrel, civet cat, 
and similar size 
animals. 











for Beaver 
and Otter 


A new model, the No. 330 Victor Conibear trap for 
beaver, otter, and other animals of similar size is 
now available. This humane, body-gripping trap is 
ideally adapted for water sets. It has large, 10’ x 10’ 
jaws and double spring for fast, powerful killing 
action. Equipped with safe-setting device and 19” 
chain with ring. 

The Victor Conibear trap has proved to be every- 
thing it was said to be. Trappers demand it because 
it eliminates wring-off of valuable fur-bearers. Only 
you, as a Victor 

. . order the new No. 330 Victor Conibear trap from 
your wholesaler. 


ealer, can offer it! So don’t wait 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. « Pascagoula, Miss. ¢ Niagara Falls, Ontario 


For more information use Handy Return Card, Page 51 





Independent Nail & Packing Co., 
Bridgewater, Mass., has. display 
boards available on each of the fol- 
lowing: Stronghold line of nails, 
Drive-Rite aluminum nails, non fer- 
rous nails, conduit staples, and the 
Farm Family board. For more in- 
formation— 

Write in No. B9 on card, Pg. 51 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, etc. The displays, 23 in 
all, can be mounted in units of one, 
two, four, six, 12 and 16 panels. Vari- 
ous fixtures are offered by the com- 
pany at a small cost. No charge is 
made for the display panels, they are 
billed at the cost of the tools on them. 
Stands to mount four, six, 12 and 16 
panels are available at low cost. 
Crescent recently added a series of 
18 fixtures for mounting on Peg- 
board. Each fixture comes with a 
small assortment of tools at the cost 
of tools only. For more information— 

Write in No. B10 on card, Pg. 51 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, II1., offers a versa- 
tile point of purchase display stand 
for its line of personal scales. The 
stand, No. D-108, is in the form of a 
wire bracket and can be used as a 
counter or window display, or hung 
on peg board. It is 16” high by 11” 
wide. For more information— 

Write in No. B11 on card, Pa. 51 


Amerock Corp., Rockford, IIl., of- 
fers colored envelope stuffers illus- 
trating the full line of cabinet hard- 
ware for consumers. The folder in- 
cludes the full line of pulls, knobs, 
hinges, catches, and window sash 
locks and lifts. Space is provided for 
imprinting. A variety of free ad-mats 
are also available to interested deal- 
ers. For more information— 

Write in No. B12 on card, Pa. 51 


The Eclipse Lawn Mower Co., 
Prophetstown, Ill., announces that a 
direct mail broadside on Eclipse 
Wasp chain saws is being mailed free 
in quantities up to 500 for dealers or- 
dering two or more saws. The color- 
ful broadside opens up to 34” x 23”. 
Dealers wishing to use more than the 
500 free maximum may order addi- 
tional copies “in-the-mail” at a cost 
of three cents each. For more infor- 
mation— 

Write in No. B13 on card, Pg. 51 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a peg 
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board display with crystal clear plas- 
tic shelf free with its UP-39 Display 
Assortment of Upson Standard 
Screwdrivers. The display may be 
used on wall, counter, or shelf; re- 
quires 11 inches of space; price and 
type number are printed for each 
item. Holds 39 drivers, nine sizes of 
fastest moving numbers, and two 
types (31 slotted head, eight cross- 
point). Packed one to a carton. For 
more information— 
Write in No. B14 on card, Pg. 51 


The Yale & Towne Manufacturing 
Co.. White Plains, N. Y., provides 
carded hardware as a dealer help in 
boosting sales. Yale also advocates the 
use of mounted samples on display 
boards as a permanent merchandis- 
ing idea. Package merchandisers are 
offered by the company for location 
in strategic positions. All merchan- 
disers are in bright colors. For more 
information— 

Write in No. B15 on card, Pa. 51 


Stevens-Burt Co., Water Master Co. 
Division, New Brunswick, N. J., pro- 
vides a colorful display card for its 
all-angle toilet plunger. The card 
carries an illustrated message and is 
fitted with two holes to slip on the 
yellow plunger handle. For more in- 
formation— 

Write in No. B16 on card, Pg. 51 


Tennessee Coal & Iron Division, 
United States Steel Corp., Fairfield, 
Ala., offers dealers promotion items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook. 
Color folders feature such items as 
the Griptite Staple and Ranger 
Barbed Wire. Also available to deal- 
ers is a library of films designed for 
showing to farmer, civic, social and 
educational groups. Films may be 
borrowed without charge, with a film 
catalog supplied on request. For 
more information— 

Write in No. B17 on card, Pg. 51 


Amerigan Biltrite Rubber Co., 
Chelsea 50, Mass., provides dealers 
with full-color literature, advertising 
mats, and photo artwork for Biltrite 
and Boston Garden Hose and Sprin- 
klers. In addition to a metal display 
rack on casters, a full-color merchan- 
dising display is available which dis- 
plays over 36 coils and may be used 
as an island or against the wall. Also 
available are water flow charts and 
display cards. For more informa- 
tion— 

Write in No. B18 on card, Pg. 51 


The Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers dealers a 
wide assortment of sales aids, includ- 
ing a retailer consultant service and 
assistance from fishing experts who 
set up in-store demonstrations and 
lectures. Merchandising aids include 
the Mitchell Counter Card, die-cut 
for holding a Mitchell reel and one 
spool of Platyl; display stand for 
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NIG MAAS celttacss at: 
all new Remingtons 


WITH ANY STYLE \ ARBLE' 
OPEN REAR SIGHT 5 


IT’S THE NEW MARBLE’S 
STREAMLINED FALSE BASE 
FOR REMINGTON RIFLES 


Now you can fit any of the Marble Open Style 
Rear Sights, Sporting Rear or Folding Leaf, 
to the new Remington Models 721, 722, 725, 
740 and 760. All you need is Marble’s Number 
14R False Base, which replaces the screw-on 
bese now on all these Remingtons. 
A * dovetailed slot in the new Marble Base 
permits accurate and easy installation of any 


< twa PRICE $925 


At Your Dealer’s or write 
>) 


e 
| # MARBLE ARMS CORPORATION 


* Gladstone, Michigan, U.S.A. 


ARCTIC BOY 


COLD WATER 
is a HOT item! 


If it’s not cold, it’s not drinking 
water! That’s your big selling point in 
ARCTIC BOY portable water coolers 

. they keep water refreshingly cold 
and sparkling clear. Here’s why: 














Inset of HOT DIPPED galvanized or 
stainless steel 


Sparkleen plastic liner is non-toxic, 
prevents corrosion 


Large opening —easy to ice and clean 
Extra large insulation space 


Popular 2, 3, 5, 10 and 15 gallon 
sizes 


Send for free booklet “Care and Use 
of Your Cooler.”” Write Dept. H-34 


SCHLUETER MFG. CO. 
ST. LOUIS 7, MO. 
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compact, colorful, 
easy-to-sell-from 


“Since putting up this 
display, our sales of 


VISE-GRIP 


have increased considerably’ 


says C. A. Bowles 


Silliman's, Inc., New Canaan, Conn. 


This li i packs a mighty wallop when it 
to ithe Tae ONtne for gon Your 
rack the models are displayed so 





Easy to 
os up. 

its on peg 
beard or 
wali spece 


PETERSEN MFG. COMPANY 


DeWitt, Nebraska + Dept. SH-6 


For more information use Handy Return Card, Page 51 


2-IN-1-PACK! 


ee 
FLEX-FOLD PADS 


16 pads. You can split package — make more sales. 


1 POUND TUBES @ SPOOL WOOL 
FLOOR PADS @ HANDI-KITS 

SCOUR PADS @ SOAP-FILLED PADS 
Not sold direct. Order through your Wholesaler. 


ph Fy Qa oF | eee 


ek, 








for replacement 
for do-it-yourse 


FEATURE GLEASON GO-CART 
WHEELS FOR "EXTRA" PROFITS! 


HIGH SPEED WHEELS 
Illustrated here is 

No. 3206A Free Rolling 

Hub, and spindle assembly. 

Also available, No. 3207A 

Drive Hub, and spindle assembly. 


ot Of od 


se oe D6 GS 
a 
Arc-welded 
steel means maximum strength, minimum weight. Offset hubs 


Gleason High-Speed Wheels 
feature demountable, bolted 
split-rim sections for fast, 





easy tire repairs. 


mean safer driving in competition. Zerk fitting for simple 
lubrication . . . tapered high speed or heavy duty ball bearings 
(up to 50 MPH) specially designed for GO-CART use. 


JUVENILE CART WHEELS 


For speeds up to 15 MPH. Welded, 
heavy gauge steel discs . . . heavy 
duty oilless bearings. Drive hub has 
heavy gauge 8" dia. '/."" V-belt pulley 
welded to hub. 


Ask your wholesaler 


ask for GLEASON on your wheeled equipment 
GLEASON CORP., 250 N. 12th St., Milwovkee 3, Wis. 
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Mitchell reels; an Abu Reflex trans- 
parent window streamer; an in-store 
streamer illustrating Six Steps to 
Successful Spin Casting; large and 
small size streamers featuring Mitch- 
ell reels; instruction manuals for all 
reels; with complete parts diagrams; 
and others. For more information— 
Write in No. B19 on card, Pg. 51 


The Reichert Float & Manufactur- 
ing Co., 2250 Smead Ave., Toledo 6, 
Ohio, offers envelope stuffers, pack- 
age inserts, and newspaper ad mats 
to assist dealers in promoting its line 
of rubber tank balls and guaranteed 
leak-proof copper and plastic floats. 
For more information— 

Write in No. B20 on card, Pg. 51 


Foley Manufacturing Co., 3300 5th 
St., N. E., Minneapolis 18, Minn., 
continues its 14-day trial offer on 
Foley mowers, as a promotional aid 
to dealers. A customer is allowed a 
14-day trial on his lawn. If not sai- 
isfied, he may return the mower and 
get his money back. Dealer has noth- 
ing to lose as the company states that 
it will replace the used mower when- 
ever requested. Window streamer 
and ad mats available on all items 
including a banner on the new 32” 
Quad Cut mower and trimmer for 
1960. For more information— 

Write in No. B21 on card, Pg. 51 


©. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven, Conn., makes 
available to dealers consumer stuffers 
for enclosure with mailings or count- 
er use; a consumer stuffer on Moss- 
berg’s 4X scopes and its latest ad- 
justable power scope; and a Retail 


made for the boards when merchan- 
dise is purchased, boards remaining 
company property. Small 4%” pliers 
available in five different patterns 
are merchandised on 3-color display 
board and are also available in a 
velvet lined fitted case. Advertised 
as Channellocks “Little Champ” pli- 
ers. A colorful display featuring four 
Electronics Pliers is also offered free. 
For more information— 
Write in No. B23 on card, Pg. 51 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers sev- 
eral rope merchandisers, available 
through wholesalers. Merchandiser 


No. 57 holds six full reels, or six full 
cartons of rope, two of which may be 
the 100# size; will hold either car- 
tons or reels or any combination of 
both; rope is fed through guides to a 
measuring device and cutter. The 
“Pick-Me-Up” holds individually 
wrapped 50’ and 100’ coils of %4”, %”, 
and %” dia. Manila Rope; free with 
initial order of approximately 100 
Ibs. of rope which stocks it; all metal 
and mounted on casters; dimensions, 
22” x 22” x 45%”. Made of heavy 
gauge wire and designed to display 
rope in cartons (Colpacks), the Col- 
pack Rope Rack holds one Colpack 
25, two Colpack 50’s and Water-Ski 





eee) a al « 


Torch 


Specials! 





90th Anniversary 


New! TORCH STARTER KIT 





An especially designed anniversary kit 
with plenty of appeal to the home handy- 
man. Includes regular $6.95 Torch with 
all brass pencil point burner and bigger 
Turner tank... 10% more fuel than any 
other disposable tank... plus a FREE 
SPARK LIGHTER. Attractively packaged 
for counter or wall display. .psssx SPECIAL 





Sales Manual for the dealer and his 
sales staff. In addition, the company 
offers free electrotype advertising 
mats. For more information— 
Write in No. B22 on card, Pg. 51 


+695 


New! TORCH USER KIT 


Here’s an anniversary special that 
will appeal to everyone who needs 
and uses a torch...and especially 
the man who knows a good value. 
Includes the all brass Turner Torch 
with pencil point burner and TWO 
LARGE TURNER TANKS. In colorful 
package for wall or counter display. 
Customer saves $1.00 on kit. Regu- 
lar price $8.89 LPSS2 SPECIAL 


$7*9 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display tool rolls, newspaper mats, 
counter signs, decals, envelope stuf- 
fers, and counter coats for sales per- 
sonnel. Display boards offered in- 
clude #31 which is designed as a 
permanent display. The 31 different 
pliers are fastened on the board 
which is %4” plywood, measuring 24” 
x 30”. Display boards #69, #96, 
and #93, of the same size, are dis- 
pensing boards containing selected 
assortments of the complete line of 
pliers. A new program includes peg 
board displays available in 12” x 24” 
and 24” x 24” panels both dispensing 





New! BIGGER TURNER PROPANE TANK 


The = Turner propane tank contains over 10% more 
fuel nm any other disposable tank . . . for the same price. 
Fits all popular makes of torches, stoves and lanterns. 


Turner 90th Anniversary 





and permanent type of displays Specials will be AN} 
which can be made up in 48 differ- py esvertaee , POPULAR 
ent assortments or in special assort- ULAR 9 MECHANICS 





ments according to the distributor’s 
wishes. These panels can be hung up, 
can be easeled, can be arranged in a 
° back to back display (two panels) or 
in the case of the 12” x 24” panels 
they are also available in three-sided 
and four-sided rotators. No charge is 


GET FULL DETAILS NOW FROM YOUR WHOLESALER OR WRITE TO 


Turner Corporation 


833 PARK AVENUE @ SYCAMORE, ILLINOIS 
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AEROXON 
FLY RIBBONS 


With the Tack Attached 


SURE! SAFE! 
SANITARY! 


ne 
oe Increases sales wherever dis- 


played! New blue and yellow 
card with 5 Aeroxon Fly 
Ribbons in transparent plastic 
blister. 


Me. Priced for 
| Volume Sales 
5... and Profits 


, ae 
, Warehouse Stocks Carried 
3 in 10 Major Markets 
@ New York 
i} @ Norfolk 


@ Chicago 
@ San Francisco 
@ Kansas City 


a @ Dallas, Tex. 


@ Portland, Ore. @ Denver, Colo. 


NATIONALLY ADVERTISED 


Complete Details and 
Prices Upon Request 


AEROXON SALES CO., INC. 
9 East 38th St., New York 16, N. Y. 


@ Los Angeles 
@ Minneapolis 


For more information use Handy Return Card, Page 51 





ropes, rope in small coils, or twine 
items on the top shelf. Or if desired, 
the small rack holding three 9” reels 
of Nylon or Polyethylene Rope may 
be displayed on this shelf; requires 
only 20” x 30” floor space. Colum- 
bian has a small display rack which 
holds three 9” reels of “Stabilized” 
Filament Nylon Rope “4”, 3%”, %” 
diameters; or High Tenacity Poly- 
ethylene Rope, “4” and %” diam- 
eters. Delivered free with three-reel 
order for either rope. For shelf or 
counter display and for use with 
Pick-Me-Up or Colpack Rope Rack. 
Also available is a standard assort- 
ment of window display material in- 
cluding ship cutouts, samples of 
Manila and sisal fibre, folders and 
pamphlets, and a colorful dealer sign. 
Various counter display cartons of 
jute twine, Mason’s line, and Christ- 
mas twine are also available. For 
more information— 
Write in No. B24 on card, Pg. 51 


Parker Sweeper Co., Springfield, 
Ohio, offers dealers and distributors 
free of charge a wide range of pro- 
motional material including catalog 
sheets, envelope stuffers and window 
banners. Also free newspaper mats 
and radio script and TV films are 
available for use under Parker’s 50- 
50 cooperative advertising plan. For 
more information— 

Write in No. B25 on card, Pg. 51 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Write in No. B26 on card, Pg. 51 


Stanley Hardware, division of The 
Stanley Works of New Britain, Conn., 
has developed a Hardware Center for 
the retailer which offers basic stock 
selection, positive inventory control, 
and organized visual display. A total 
of 174 fast-selling items were selected 
and mass merchandised in 22 product 
related groups. The basic selection 
is compatible with the NRHA Turn- 
over Handbook. All items are visu- 
ally packaged. Wire display racks 
organize the products into related 
groups. Group header signs identify 
each product group. Inventory con- 
trol cards are supplied for visual 
stock control. A merchandising man- 
ual, installation instructions, and 
complete promotion kit are supplied 
with the sale of any 11 groups. For 
more information— 

Write in No. B27 on card, Pg. 51 


Jackson Manufacturing Co,, Har- 
risburg, Pa., has available the fol- 
lowing sales aids: circular on home 
and garden equipment line; 8%” x 
11” page describing wheelbarrows, 


lawn rollers, garden carts, and lawn 
spreaders; single-column newspaper 
mats illustrating any one of the gar- 
den equipment line. For more infor- 
mation— 

Write in No. B28 on card, Pg. 51 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers 
a complete self-service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be hung from the rack 
for customer convenience. For more 
information— 

Write in No. B29 on card, Pg. 51 


Bridgeport Fabrics, Inc., Bridge- 
port, Conn., offers free of charge a 
window streamer featuring Inner- 
Seal, extruded rubber garage door 
weatherstrip. The streamer, which is 
hung vertically, measures 84%” x 17” 
and is black, yellow, and white. For 
more information— 

Write in No. B30 on card, Pg. 51 


Lamson & Sessions Co., 5000 Tie- 
deman Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexi- 
ble bolt display, the stand of which 
is 54” high, 24” wide, and 24” deep. 
Display trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite-Plated” bolts, nuts, and 
screws. For more information— 

Write in No. B31 on card, Pg. 51 


G. N. Coughlan Co., 29 Spring St., 
West Orange, N. J., has a cooperative 
advertising arrangement wherein 
the manufacturer pays 50% of a 
dealer’s cost (up to $5.00 as manu- 
facturer’s maximum share of each 
ad) on any ad placed by a dealer on 
any of manufacturer’s line of house- 
hold chemicals. For cash refund of 
manufacturer’s share of each ad cost, 
the dealer sends tear sheet and in- 
voice from the newspaper to manu- 
facturer within 30 days after inser- 
tion. Mats are furnished free upon 
request. Also available are counter 
cards and window streamers. For 
more information— 

Write in No. B32 on card, Pg. 51 


The Edwin H. Fitler Co., Philadel- 
phia 24, Pa., offers the following sales 
aids: (1) Octagonal Display and Dis- 
penser Boxes for 3/16” dia. up to and 
including %4” dia. sizes both Manila 
and sisal rope, (2) Fitler measured 
rope marked at intervals of 5’. Avail- 
able on request in Fitler Octags only 
in sizes %”, 5/16”, 3%”, and %” 
diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 
and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 lbs. or more of rope. 
(4) “Take-Along” coils of Fitler Ma- 
nila rope, 50’ and 100’ individual coils 
wrapped in polyethylene for self- 
service selling from Dispenser Rack. 
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The rack, on rollers, is furnished free 
when a complete group is ordered. 
Delivered in 300 lb. lots ‘order may 
be combined with other Manila rope). 
(5) The No. 57 Rope Merchandiser, 
5444” x 4416” x 23%”, will hold six 
full Octags or six full reels of rope 
or a combination of both. Rope feeds 
through guides to a measuring device 
and cutter. To all dealers handling 
Fitler brand Manila rope, Fitler will 
furnish, on request, metal signs for 
counter or wall use. For more in- 
formation— 
Write in No. B33 on card, Pg. 51 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill, manufacturers of wire 
goods, wire specialties and hardware 
construction sets consisting of seven 
styles of saw horse brackets and eight 
styles of folding table leg brackets 
for the do-it-yourself trade, has 
available for dealers envelope stuff- 
ers which may be obtained in moder- 
ate quantities without charge upon 
request. A silent salesman wire dis- 
play rack is available without charge 
in a choice of two balanced assort- 
ments of four construction sets. 
Counter models for three styles of 
saw horse brackets and three styles 
of folding leg brackets are available 
without charge under certain condi- 
tions through wholesalers. For more 
information— 

Write in No. B34 on card, Pg. 51 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortments of the Irwin Sello- 
paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains metal wall merchandiser and 
20 bit assortment of the Irwin Sello- 
paked Speedbor “88” Wood Bits for 
electric drill, two each of even sizes 
and one each of odd sizes 4” to 1”. 
No. 430 contains metal wall merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the 
five most popular sizes. All displays 
have colorful baked enamel finish 
and fit in a minimum of space. A 
booklet on the selection, use and care 
of bits, and a variety of envelope 
stuffers are also available. For more 
information— 

Write in No. B35 on card, Pg. 51 


Style-Crafters, Inc., Greenville, S. 
C., offers a number of promotional 
materials free to dealers for the 
Aqua-Float line. Among these are 
full-color catalogs and bill stuffers, 
metal “Play-Safe” signs, window 
streamers, water-safety posters, wa- 
ter ski and safe boating instruction 
booklets, mailing folder on U.S.C.G. 
small boat regulations, counter dis- 
play cartons for Aqua-Float fenders 
and floats, glossy photos, newspaper 
mats, radio and TV spots, and pack- 
aging. An aluminum floor display 
rack which holds a full 2-dozen as- 
sortment of the company’s various 





Free! 


Self-service 
SEY 
Merchandisers 
from 
CAMPBELL 


CHAIN 
help you 
earn 


over 
100% 
PROFIT! 


Merchandisers cost you nothing 
when you buy a chain assortment 
More sales through display —and 
every sale earns you more than 
100% profit 

Complete chain department 

with either unit—in approxi- 
mately one square foot of space 


Variety of assortments available. 


New display has these features: 


Load from front 

Handy bins for accessory items 

New chain cutter attached 

Handy chain-end holders 

Tilted to provide better display 

Suggested retail price sticker supplied 
Interchangeable welded and weldless reels 
Stand and cutter for light chain are supplied free 
with the purchase of various assortments. 


GET COMPLETE INFORMATION FROM YOUR 
CAMPBELL WHOLESALER, OR WRITE DIRECT 


CAMPBELL 
. CHAIN 





You know the full Hi-Standard story . . . 

The handgun line that’s done so well for you. 
You know the advertising program used 

to get your buyer in the store . . . but most 
of all, you surely know the quality and 
long-wearing pure precision built into 

every Hi-Standard gun. NOW you can 

offer to your customer the PROVED and 
PREFERRED features in this line . . . 
Hi-Standard Shoulderguns! 











Gas-operated shotgun line a hunter's fi itch for. Full checkering, fluted 
comb, neat trimiine et butt-plate and gh ah cap. “Trophy” model equipped 
for kings as you can see . . . but priced for every man. Study the exclusive 
features, facing page. 


Flite-King 


PUMP-ACTION shotgun line a buyer can’t resist. Dressed up with checkering 
and fluted comb, with trimline added for a peal. its builtin balance fairly 
nts itself . it asks to go along. The * trophy” model shown has Vent. 
ib, comp-choke, hoots 6, ding ore in dutta, pump-shoot, pump-shoot 
as fast as thought. 








Sport-King 


Most handsome rifle you have ever seen. Autoloading feature 
. read ai it on the facing page. Note Monte-Carlo 
buttplate. Full-length stock is semi-beavertail at front end. 
blued-steel barrel, only 5 pounds 7 ounces light. Slick action works with superb 
smoothness, doesn’t jam! 
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AFTER YEARS OF DEVELOPING AND TESTING 
All the Ammunition ou Need, to Gell Hi Gtondand! 


e@ Newest, freshest shouldergun line in the industry. 


e@ Complete price coverage, 10 Shotgun models spread from 
$74.50 up .. . Rifles, from $42.50. 


Established PRESTIGE TRADE NAMES, adapted from the 
famous Hi-Standard handgun “Choice of Champions” line. 
FULL RETAIL PROFIT opportunity. Fair priced and factory 
controlled. Take full line, the profit’s right. 

New selling features not available in any other primary 
tradename. 

New beauty and appeal with genuine American Walnut 
finished in Natural Grain Matched tones. 

HI-STANDARD traditional integrity to back you up. 


ORDER FROM YOUR JOBBER NOW. He is stocked and ready 
to deliver full line. Full stock means better profits. 





SUPERMATIC “Duck’”’ MAGNUM (3°) AUTOLOADER....................$147.50 


SUPERMATIC “Citation” AUTOLOADING SHOTGUN.................... $132.50 


SUPERMATIC ‘‘Field’’ AUTOLOADING SHOTGUN $114.95 





Perha the ONLY FULL PROFIT, COMPLETE 
shouldergun line you'll see for Fall and Winter 
selling. Twelve guns in all . . . 5 models, Super- 
matic .. . 5 models Pump-Action in the Shotgun 


Short-stroke (just 3'2'’) pump-action takes only 
wrist-snap to operate. Gives rapid-fire so eas- 
ily gun stays on point and swings without 


line. Two beauties that sell on sight in Autoload- 

ing Rifles. You offer WORLD EXCLUSIVES to your 

trade. Check these distinctive features 

SUPERMATIC 12 GAUGE AUTOLOADING GAS- 

OPERATED SHOTGUN (5 models) 

e Fires all 12 gauge 234" shells interchange- 
ably, or mixed, AUTOLOADING without ad- 
justment of any kind. 

Complete line retails from $114.95 up to 

“Duck” the Magnum 3” $147.50 
FLITE-KING 12 GAUGE SHORT-STROKE PUMP- 
ACTION SHOTGUN (5 models) 


stopping! 

Complete line retails from $74.50 up. 
SPORT-KING .22 Caliber MAGAZINE-TUBE 
AUTOLOADING RIFLE (2 models) 

Fires .22 LR, Longs, and Hi-Speed Shorts, inter- 
changeably, or mixed, without adjustment! 
There's an exclusive for you! 

Tubular Magazine holds 15 LR, 17 Longs, or 
21 Hi-Speed Shorts. Side-opening loading-port 
for rapid-loading. 

Retail is $42.50 and $44.95 (2 models) 


THE HIGH STANDARD 
MANUFACTURING CORP. 


HAMDEN 14, CONNECTICUT 
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products and which features an 
enameled red, white, and blue double 
faced sign is also available. For more 
information— 

Write in No. B36 on card, Pg. 51 


Rubbermaid, Inc., Wooster, Ohio, 
offers the following merchandising 
units. Display #0816; a dispensing 
unit for Shelf-Kushion, which comes 
in 45’ rolls; free with purchase of a 
merchandise assortment of four rolls 
each of #1635 wall cabinet Shelf- 
Kushion and four rolls of #1644 base 
cabinet Shelf-Kushion. #0888 Bath 
Display: solid frame of square metal 
tubing finished in neutral blue enam- 
el; composition board shelves and 
backing in oatmeal finish, harmoniz- 
ing blue; available at $12.50 net, 
shipped prepaid. #0877 Plastics Dis- 
play: displays odd-shaped products; 
available at $20 net; shipped prepaid. 
#0837 Door Mat Wheeler: portable 
merchandising fixture sells complete 
door mat line; available through 
wholesaler only, not drop shipped; 
cost is $6.98 with one #1411 door 
mat (Value $6.98) free. For more in- 
formation— 

Write in No. B37 on card, Pg. 51 


McCulloch Corp., Marine Products 
Div., 2901 East Hennepin Ave., 
Minneapolis 13, Minn., offers the fol- 
lowing promotional aids to dealers. 
Scott’s display service “A” and “B”, 
which gives dealers a continuous 


flow of point-of-purchase display 
material throughout the year—each 
service consists of four mailings of 
display material which ties in with 
Scott’s national advertising. In addi- 
tion, Scott makes available line fold- 
ers, price sheets, service uniforms 
and emblems, billboard poster road- 
side signs, radio scripts, 30-minute 
movies, store-front signs, and clock 
signs. For more information— 
Write in No. B38 on card, Pg. 51 


The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 28 mats 
with a postage paid return order 
card is available upon request. For 
more information— 

Write in No. B39 on card, Pg. 51 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is 
available in any quantity upon re- 
quest. A floor type shovel rack which 
provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels, 


spades and scoops is made available 
at a small extra cost. Also at modest 
cost, the company offers three mer- 
chandiser and display rack deals for 
shovel and steel goods. For more in- 
formation— 

Write in No. B40 on card, Pg. 51 


O. Ames Co., Parkersburg, W. Va., 
is offering a wide variety of ad mats 
on its full line of garden tools. Avail- 
able in one column size, the mats 
provide generous space for imprint 
and price. A proof sheet showing 
available mats is available upon re- 
quest. For more information— 

Write in No. B41 on card, Pg. 51 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a window streamer and a deal- 
er’s return order post card for addi- 
tional material. Four-color, self-ad- 
hering clear acetate, 10” x 24” win- 
dow posters for glass doors, display 
windows and display cases are now 
available. For more information— 

Write in No. B42 on card, Pg. 51 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 
inches of space. A clear cover high- 
lights the high speed drills which are 
held in support holes that serve as 
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a drill gauge. The size and price are 
marked and quantities are varied ac- 
cording to demand. The cabinet has 
a storage rack for extra stock. An in- 
formation chart is also available. The 
Hanson Self-Seller Display Cabinet 
for taps and dies contains initial as- 
sortment of taps, dies, screw extrac- 
tors, die stocks and tap wrenches, in- 
cluding all popular sizes, and is grad- 
uated according to normal customer 
demands. The cabinet requires coun- 
ter space 18 inches x 13 inches and 
has space in the back for extra stock. 
For more information— 
Write in No. B43 on card, Pg. 51 


S. G. Taylor Chain Co., Inc., Ham- 
mond, Ind., and Pittsburgh, Pa., of- 
fers dealers a chain display stand 
with long-leverage chain cutter. 
When holding its maximum seven 
reels it serves as a chain department 
in itself, occupying less than two 
square feet of floor space. For more 
information— 

Write in No. B44 on card, Pg. 51 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 


steel frame with no sharp edges. For 
more information— 
Write in No. B45 on card, Pg. 51 


Campbell Chain Co., York, Pa., of- 
fers the following display units: The 
compact Chain Reel Display Unit, re- 
designed to load from front, incor- 
porates handy chain end holders and 
new cutter. Requires less than two 
square feet of floor space. It has a 
blue and yellow baked finish and five 
accessory bins at top, is 53%4” high, 
20%” inside, 21%” deep. The Proof 
Coil Chain Merchandiser which re- 
quires only one square foot of count- 
er or floor space; shipped pre-as- 
sembled. Unit is 24” high when used 
for counter display; stands 39” high 
when used as a floor unit. Blue 
Temper Proof Coil Chain Assortment 
consists of 3/16” and %4” chain in 10’ 
15’ and 20’ lengths; 5/16” chain in 
10’ and 15’ lengths. For more infor- 
mation— 

Write in No. B46 on card, Pg. 51 


Hoosier Tarpaulin & Canvas Goods 
Co., Inc., 1302-10 West Washington 
St., Indianapolis 6, Ind., offers new 
complete sales programs for whole- 
sale distributors on Hoosier Tarpau- 
lins, Tents, and Boat Covers. These 
sales programs include the suggested 
stock of the fastest selling sizes or 
models and complete advertising, 
sales promotion and selling aids in- 


cluding miniature tarpaulins and 
tents, wall display posters, signs, 
newspaper ad mats, self-mailer enve- 
lope stuffer brochures, list price sell- 
ing catalogs, individual display car- 
tons, inventory control cards, and 
glossy photos. For more informa- 
tion— 
Write in No. B47 on card, Pg. 51 


Southern Screw Co., Statesville, N. 
C., offers the Wood Screw Actual 
Size Chart which is designed espe- 
cially for the hardware dealer with a 
customer who wants a wood screw 
“just about this size.” The chart il- 
lustrates the actual size of wood 
screws in lengths from 3/16” to 6” 
and #0 to #24 diameters. Also il- 
lustrated are driver types and head 
styles with materials and finishes 
listed. The chart is printed on glossy 
stock. Dealers may obtain the chart 
without charge from their distributor 
—available through this source only. 
For more information— 

Write in No. B48 on card, Pg. 51 


Carolina Washboard Co., Raleigh, 
N. C., offers a plastic display which 
contains: 11 doz. Carolina Floats, as- 
sorted 1 doz. #3 Floats and 2 doz. 
of each of the other five sizes. Price: 
$13.30. For more information— 

Write in No. B49 on card, Pg. 51 


Molly Corp., Reading, Pa., has 
available for dealers: Metal merchan- 
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TURNBUCKLES 





SPACE-SAVING 
ASSORTMENTS 


STIMULATE 
SELF-SERVICE, 


SPEED TURNOVER 





TURNBUCKLES 


52 Turnbuckles in 10 fast 

selling sizes and styles. Attractive 14” 
x 6” all metal display panel in 3 colors. 
Unit packed for shipment. A complete 
line. Available from open stock. 





EYE BOLTS 


Ten each of the most 
popular sizes of Eye Bolts, 
boxed by size. Sturdy 14” x 6” all metal 
display panel in 3 colors. Unit packed: 
Open stock Eye Bolts in 8 thread sizes. 


U-BOLTS 
Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” all 
metal display panel in 3 colors. Unit 
packed. Also available from open stock. 





LAG THREAD 

EYE BOLTS 
80 bright zinc plated Lag 
Thread Eye Bolts in 6 
popular selling sizes. Packed for ship- 
ment with durable, colorful 14” x 6” dis- 
play panel. Available in open stock. 


ORDER FROM YOUR WHOLESALER 


“ONE 000 TURN BUCKLE) DESERVES ANOTHER” 
BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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diser #612 containing 600 screw 
anchors and 12 utility plugs; card- 
board counter display #200 contain- 
ing 200 screw anchors; cardboard 
display #225 containing 225 jack 
nuts; screw anchors, jack nuts, and 
picture hooks on individual cards for 
self-service use or Pegboard display; 
2-color leaflets on screw anchors, 
jack nuts, utility plugs, hi-speed in- 
stallers; 3-color, 21” x 9” window 
streamer featuring screw anchors; 
and newspaper mats. For more in- 
formation— 
Write in No. B50 on card, Pg. 51 


Moto-Mower, Inc., Richmond, Ind., 
offers its dealers a complete mer- 
chandising package. Included are 
window display materials, store ban- 
ners and streamers, point-of-sale ma- 
terials, and colorful handle cards. In 
addition, a strong local advertising 
program including 50-50 cooperative 
advertising is offered. For more in- 
formation— 

Write in No. B51 on card, Pg. 51 


Chas. O. Larson Co., P.O. Box 358, 
Sterling, Ill., offers five assortments 
with colorful display plates which 
have a 3-way display. They may be 
displayed on the counter with the in- 
stalled free standing legs, hung on 
Y%” or %” perforated board, or af- 
fixed permanently to wall or counter 
with screws furnished. These assort- 
ments contain Turnbuckles, machine 
threaded Eye Bolts, Lag Screw 
Threaded Eye Bolts, “S” Hooks, and 
“U” Bolts. For more information— 

Write in No. B52 on card, Pg. 51 


Masonry Tools 
(Continued from page 46) 


use. We demonstrate the fact that 
it has no rivets, that the power- 
pins are stronger than rivets, that 
the blade is made of the finest 
flexible steel, that the mounting is 
light and strong, that the handle 
is made of comfortable, straight- 
grained natural wood. This is the 
kind of information the average 
masonry contractor can appreci- 
ate. It’s often the key to making 
him a regular customer. 

“The homeowner-customer is a 
different problem,” Rooter con- 
fided. “He wants to know what 
tool to use and which tool to buy. 
He asks when he needs to use an 
edger, what kind of trowel, and 
what size should he have for a 
certain job. 

“Our masonry tool business is 
no longer a warm-weather season- 
al proposition,” he emphasized. 
“It’s a consistent, year-around 
traffic and volume builder.” 














ful plastic-sealed cards: 
GWC2-—two No. 5’s, 
GWC3—two No. 10’s, 
GWC4—one No. 5, one No. 10. 


a 
. 


10 card—24 No. 10's. 


Red Devil Grady are rust- | 
oe oe of any A 











ALL-POSITION 


CHECK VALVE 


For steam, hot 
or cold water, 
oil, gas and 
compounds. 


Designed for rugged service. Also 

available with Buna rubber poppet for 

use with air or cold water. Sensitive in 

operation. Work in any position. Made 

in seven sizes, 200 lbs. pressure. We 
will design special Check 
Valves; tell us your 
needs. Write for Bulle- 
tin 204 and prices 


Order from your jobber. 
STRATAFL@ PRODUCTS, INC. 


FORT WAYNE NDIANA 
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only 


°2.98 


AND ANY OLD CAN OPENER 


th 
ANNUAL 


SWING -A-WAY 
TRADE-IN SALE! 
\ SELL-OUT THE PAST 7 YEARS 

Here’s just the right ORDER YOUR TRADE-IN DEALS NOW 
prescription for pulling 
traffic during dull sum- 
mer weeks ..the 8th an- 
nual SWING-A-WAY 
money-saving TRADE- 
IN promotion. YOU 
GIVE $1.00 TRADE-IN 
ALLOWANCE for any 
old can opener toward 
the purchase of a regu- 
lar $3.98 Swing-A-Way 
Standard MagneticCan 
Opener, and MAKE CAT NO. CONTAINS RETA EACH | TOTAL RETAIL 
YOUR FULL SWING- 2 sos $17.88 
A-WAY MARK-UP. po 
Hundreds of dealers 
were disappointed last 


year. Better act now! 
Order the No. 123 you can se// more, make more ~» [SUG AWAY} 
TRADE-IN deal at 


your usual discount. SWING-A-WAY MANUFACTURING COMPANY + 4100 BECK AVENUE + ST. LOUIS 16, MO. 


3 #123 DEALS TO SHIPPING CARTON we. 27 ibs. 
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NEW PRODUCTS 


Personalized Bats 


Adirondack Bats, Inc., Dolgeville, 
N. Y., announces the marketing of a 
personalized bat for Little Leaguers. 
The company has assembled a kit for 
autographing the bats which is avail- 
able to dealers at $9.95. 


The kit consists of a counter stand, 
18” in width, which holds 100 feet of 
gold foil and an electric pencil. Ad- 
irondack has produced a special bat, 
the 302JB Little League bat stamped 
Personal Model. 

Space is provided between Person- 
al and Model for the signature of the 
person purchasing the bat. Team 
mames may be inserted also if de- 
sired. For more information— 

Write in No. 228 on card, Pg. 51 


Racing Kart 


Rocco Products, Inc., 2916 Fourth 
Ave. So., Minneapolis 8, Minn., an- 
nounces production of a new racing 
kart, the Norseman Golden Trophy. 

The Golden Trophy is a running 
mate to the Norseman Thunderbolt 
and features a completely welded 


84 


frame plus many innovations in the 
karting field. These include a live 
axle, split sprockets, and adjustable 
sprocket hubs. 

The kart is entirely electro-plated 
and is available in two finishes as 
the names indicate: Golden Trophy 
or Silver Trophy. For more infor- 
mation— 

Write in No. 229 on card, Pg. 51 


Aluminum Nails 


Available in either casing or sinker 
head in all popular sizes, Phifer Alu- 
minum Nails meet all FHA and Red- 
wood Association specifications for 
exterior construction, according to 


For more information on these new products 


use the return free post card on page 51 


Phifer Wire Products, Tuscaloosa, 
Ala. 

Phifer’s Job Pac can package per- 
mits getting the exact quantity of 
aluminum nails to the job. The label 
on each can states all specifications 
including number of nails and cover- 
age that may be expected with the 
material being used. 

Job Pac cans are packed 30 to a 
master carton. All aluminum nails in 
the Phifer line are offered in Job Pac 
except common, oval head trailer and 
trim nails. For more information— 

Write in No. 230 on card, Pg. 51 


Family Bungalow Tent 


Fulton Cotton Mills, Atlanta 1, Ga., 
announces a family bungalow tent 
constructed of sturdy 7.68 oz. green 
drill which is both durable and 
strong enough to provide protection 
against the elements. 


The tent, which will accommodate 
a family of five, is 10’ x 12’ plus a 
6’ awning which can be closed-in 
with nylon netting, making the over- 
all dimensions 10’ x 16’. It has doors 
on both ends with zipper screens for 
added protection. 

There are four screened sidewall 
windows 30” x 58”, with inside storm 
flaps. Center height is 79”; wall 
height is 5’9”. For more information— 

Write in No. 230a on card, Pg. 51 
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What's the big 
attraction of these 
Sheffield nails? 





These are the nails that are making news. 
They drive with the traditional ease of ordi- 
nary nails, yet hold like screws. They can 
actually make joints stronger than their mem- 
bers. They won’t loosen, creep or creak. Tests 
prove they have up to 8 times the withdrawal 
resistance of plain-shank nails. They hold 
with a locked-in grip that in some cases 
tightens with time. 


This greater holding power means greater 
selling power for you—the means of making 
a boom in your nail business. Sheffield will 
help you with a complete point-of-purchase 
merchandising program. All free! Get in 
touch with your distributor. 


Write for 
FREE 
booklets 





(1) All about Sheffield Drive-Screw and 
Ring-Shank Nails. (2) A new, simplified 
numbering and ordering system for the entire 
line of thousands of different Sheffield nails. 


There's a new look in packaging, too 


Not only a new look, but also new time-sav- 
ing, space-saving convenience in storing, dis- 
pensing and delivery. Sheffield nails are 
packed in 50-lb. Nail Paks. They take the 
place of expensive bins and cumbersome kegs. 
Take the top off Nail Pak and you have a 
ready-made, self-selling display. 


SHEFFIELQ 


Drive-Screw and Ring-Shank 


ea 


SHEFFIELD DIVISION 


Sheffield Piants in Kansas City, Tulsa and Houston 





ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company + Armco Drainage & Metal 
Products, Inc. « The Armco International Corporation + Union Wire Rope Corporation + Southwest Steel Products 
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Silicone Spray uct information. For more informa- 
tion— 

Krylon Silicone All-Purpose Spray, Write in No. 232 on card, Pg. 51 
in 16-oz. and 6-oz. pressurized dis- 
pensers, is the latest aerosol product 
to be announced by Krylon, Inc., = ; 
Morristown, Pa. : : Ski-Belts 

The non-volatile silicone liquid de- 
posited by the spray penetrates, lu- 
bricates, and protects. It stops the 
sticking of doors, windows, and draw- 
ers; stops squeaking of doors, hinges, 
fan belts, etc.; and repels water from 
fabrics, leather, rubber, and metal. 

The 16-oz. aerosol can lists at $1.95 
and the 6-oz. size at 98¢. For more 
information— 

Write in No. 231 on card, Pg. 51 


Molded and pre-formed polyethyl- 
ene foam Ski-Belts are offered by 
Dixie Trading Co., 158 Garnett St., 
S. W., Atlanta 3, Ga. 


Trustworthy Drill 


Liberty Distributors, 4300 North 
Fifth St., Philadelphia 5, Pa., pro- 
motional organization representing 
26 wholesalers, is introducing an ex- 
clusively designed and manufactured 
line of Trustworthy power tools for 
distribution through member whole- 
salers. First in production is the basic 
tool, a “4” electric drill. 
The Trustworthy “4” drill delivers 
a full 2.6 amps of power at 2000 The durable strap which encircles 
rpm, and is of modern design. the belt has rustproof hardware. 
The drill is to be marketed in The belt is solid yellow, individual- 
August and promotional material will ly packaged in poly bags, and avail- 
be available. Each Trustworthy drill able in Small, Medium, and Large 
is to have a blue-and-yellow fact tag sizes. Price is $1.50 each. For more 
attached and will be in a self-selling information— 
display carton which presents prod- Write in No. 233 on card, Pg. 51 


GIVE YOUR SALES A DOUBLE 


BOOST WITH... 


WeWiike 


® 

New Packaging: To help re &) 

you display and sell Wall- Welhaz 

rite each design is now 

rolled with the pattern 
outside and protected with clear 
plastic. Choose from 17 colorful pat- 
terns including 5 new designs. 





New Package Mer- 
€ chandiser: Yours with 


a purchase of 50 rolls —— — . i, @ardner’s | 
Meschandt Gardner is “solid” in the “Solid South. PROF; T-LINE’ 
or more. erchanaiser - » | More distributors sell more dealers ROOFING FLOORING 
displays 20 rolls of Wallrite yet oc- , , rr Gardner Products than any other Roofing ® pio 
: ly 21% by 3 feet . J Compound line in Dixie. This unprecedented ATERP ROOFING COMPOUNDS 
cupies only / y eer. popularity means extra profits for your 
For More Information Write: business! 





Write for our free booklet on Gardner's Sunsational, 


FLEMING AN 3) SONS, INC. mew MOBILASTIC ALUMINUM ROOF COATING cate sane 


pO. BOX 1291 © DALLAS 21, TEXAS Pet eee ASPHALT PRODUCTS CO. 


S12 RUBY ST., TAMPA, FLORIDA 


For more information use Handy Return Card, Page 51 SOUTHERN HARDWARE for June, 1960 











Youth's League Uniforms 


MacGregor Youth’s League Uni- 
forms, recommended for Little 
League, are announced by The Dra- 
per-Maynard Co., 4861 Spring Grove 
Ave., Cincinnati 32, Ohio. 


Style V. Shirt has Raglan sleeves, 
two rows of two-color, %” silk braid 
around the neck and down the front, 
one row around sleeve ends. The 
pants have narrow front belt loops 
with back and side tunnels, elastic 
back, one patch pocket, one row of 
2-color %%” silk braid down side 
seams. 

Carried in factory stock only. 
more information— 

Write in No. 234 on card, Pg. 51 


For 


Cabinet Hardware 


The line of “Modern Provincial” 
cabinet hardware developed by Am- 
erock Corp., Rockford, Ill., consists 
of a pull with 3” centers, matching 
knobs in 1” and 1%” diameter, and 


matching semiconcealed hinges for 
%%” inset lip doors and for %4” flush 
doors. 

All are available in choice of four 
finishes: Antique English, Antique 
Copper, Antique Silver, and Ivory 
Gold. 

Picture Frame Display No. 516, 
shown, is available on two purchase 
plans. For $11.70, the dealer can ob- 
tain the display showing the items in 
all four finishes, and with a starting 
stock in the Antique Copper finish 
only having a resale value of $17.70. 

Dealers wishing a more complete 
starting stock in all finishes can ob- 
tain stock having a retail value of 
$73.80, plus a free display, for $44.28. 
For more information— 

Write in No. 235 on card, Pg. 51 


Gym Swing Bearings 


Wessel Hardware Corp., 919-931 
N. 5th St., Philadelphia 23, Pa., of- 
fers replacement bearings for play 
gym swings in two models: No. 808, 
bearings only; No. 809, complete with 
through-bolt and lock nut. 

Both models are zinc plated to re- 
sist weather. They are sold in pairs, 
skin-packaged on cards. 

Window banners are included with 
all shipments of the new replacement 
gym swing bearings. The banner 
shows a youngster on a swing and 
stresses the importance of replacing 








hangers with 
For more 


rusty and dangerous 
safe new swing holders. 
information— 

Write in No. 236 on card, Pg. 51 
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H. A. 





AMERICA’S FIRST 
AND FINEST RECIPROCAL 
ACTION SAWS 

FORSBERG 


Dependable electric power saws by 
Forsberg represent the finest your 
customers can buy at a price they 
can afford. Choice of five models 
ranging from the new low priced 
G-WHIZ ($24.95) to the more pow- 
erful WHIZ-SAW NO. 2 ($130.00). 
Excellent profit margin on every 
medel. Each comes attractively 
packaged and complete with 3 
blades. Newspaper mats available. 
Send for new catalog today 


Forsberg 


over 45 years of manufacturing experience 
THE FORSBERG MFG. CO., BPT., CONN. 


REPRESENTATIVES: 
& Assoc., inc., 3634 N.W. 47th Street, Miami 42, Florida 
arner Assoc., 160! Cranway Drive, Houston 24, Texas 


Mr. R. E. Cox, 5930 Mockingbird Lane, Dallas 6, Texas 








For Trouble-Free Service on 
School Lavatory Doors 


... use MILWAUKEE 
Spring Lavatory Hinges 


(Ill. #1900) 
Model 1900 
Single-Acting 
Adjustable Flange 


Now is the time to recommend — and sell — the 
popular MILWAUKEE line of Spring Lavatory 
Hinges . . . for the great demand in school build- 
ing, repair, and renovation. Today's top standard 
in modern design, rugged strength, ease and flex- 
ibility of installation, MILWAUKEE Hinges are 
available in single or double acting types, with 
adjustable flange and tension, for use with one or 
two doors, with or without nenging stiles — in 
nickel or chromium plated, polished brass, or 
bronze. Ask for prices on Milwaukee Spring Lava- 
tory Hinges for Schools. For other Milwaukee 
Hardware, see Sweet's Architectural File. 


MILWAUKEE STAMPING COMPANY 
800 S. 72nd Street 
Milwaukee 14, Wisconsin 


QUALITY METAL PRODUCTS 
SINCE 1893 











What Size Mowers 
Do YOUR Customers Want? 


aa 


‘Whether it’s a 42” or 114” 
you'll find it in thee 
SUN-MASTR® Line 
The nation’s most complete line 
of Tractor-operated Mowers. 


[ 


. 


A Size & Model for EVERY Tractor 
FREE 20 page catalog. Write today 


SUNFLOWER INDUSTRIES, INC, 
Olathe, Kansas 








For more information use Handy Return Card, Page 51 





Boat Numbers and Letters 


A “merry-go-round” metal counter 
or window display is offered free 
with deal on “Scotchlite” boat num- 
bers and letters by Hy-Ko Products 
Co., Cleveland 3, Ohio. 


Numbers and letters are regulation 
3” height made in reflecting white 
with black borders. They are easily 
attached to any shape hull of metal, 
wood or fiberglass boats, and are im- 
pervious to salt water, as well as all 
weather and climate conditions. 

The deal consists of polyethylene 
envelope packages of 10 each sets of 
all 26 letters, numbers one to nine, 
plus 10 dashes—to hook-hang on the 
display stand. For more informa- 
tion— 

Write in No. 237 on card, Pg. 51 


Spinning Sprinkler 


Gilmour Manufacturing Co., So- 
merset, Pa., introduces the Spinning 
Sprinkler No. 960 which carries a 
three-year guarantee. 


The sprinkler has a welded steel 
base with Gilmour lifetime finish, 
and a Styron head said to be practi- 
cally indestructible. The product 
comes in assorted colors, won’t rust 
or clog, and covers approximately a 
1000 square foot area. It is individu- 
ally boxed. For more information— 

Write in No. 238 on card, Pg. 51 





Tapatco 


HORSE COLLAR PADS 


¥i 











For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Tapatco 


TRACTOR SEAT CUSHIONS 


For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 


TEHR-GREEZE 
FABRIC CEMENT 


In Handy Self-Dispensing 


Plastic 


queeze Bottle 


Same high quality patching cement in a 
handy plastic squeeze bottle that eliminates 


messy paddies, brushes 
and waste. For the 
instant repair of tar- 
paulins, binder canvases, 
canvases, leather ma- 
terial or any item it 
can penetrate. Thousands 
of uses. Sold by leading 
jobbers and dealers 
everywhere. Comes in 2 
oz., 6 oz., and 16 oz 
plastic bottles. Larger 
sizes packed in glass 
containers. Write for 
free sample, prices ard 
literature. 


Comes in attractive 3- 


color counter display car- 
ton. (12 to @ package) 


700 W. ROOT ST. 


CHICAGO 9, Ill. 
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High-Wheel Rotary Mower 


Jacobsen Manufacturing Co., Ra- 
cine, Wis., announces a high-wheel 
rotary mower called the “Ram.” Its 
low silhouette allows easy cutting 
under obstructions. The high, spoked, 
rubber tired wheels permit easier 
hillside cutting. 


The Ram has an _ inexpensive 
mulching attachment and hinged 
rear guard; a built-in suction lift 


plus large cutter drive pulley; and a 


removable front guard and discharge 
chute. 

Three models are available: Ram 
24, 24” cutting width, 4% hp Jacob 
sen Hi-Torque engine; Ram 22, 22” 
cutting width, 3 hp Jacobsen Hi- 
Torque engine; Ram 24SP, 24” cut- 
ting width, 4% hp Jacobsen Hi- 
Torque engine, power propelled. For 
more information— 

Write in No. 239 on card, Pg. 51 


“Gold Band" Worms 


“Gold Band” Worms are _ intro- 
duced to the artificial lure field by 
James Heddon’s Sons, Dowagiac, 
Mich. The soft plastic worms are 
buoyant for lifelike action and the 


special light flashing qualities of the 
gold band on the worm help fish see 
it better, bringing more strikes and 
fish. 

The lure comes in the 644” length, 
and four colors: red, black, natural, 
and yellow-black spots. It is priced 


at 50¢ for a pack of three. For more 
information— 
Write in No. 240 on card, Pg. 51 


Crystal Duster 


The Crystal Duster offered by R. E. 
Chapin Manufacturing Works, Inc., 
Batavia, N. Y., has a transparent dust 
chamber and an 18” x 134” pump. An 
efficient agitator breaks up coagula- 
tion. 


The duster measures 40” in length, 
making it possible to dust easily 
without stooping and bending. Angle 
nozzle applies dust to upper or under 
side of leaves and is removable for 
heavy volume dusting. For more 
information— 

Write in No. 241 on card, Pg. 51 





Loosens Rusted Bolts 


l 
< 


“The mechanic’s friend 
. .. works in seconds” 


YOUR JOBBER HAS IT! - 


CHARLOTTE, N. 


nuts, screws, “frozen” 


LIQUID 
WRENCH 


SUPER-PENETRANT 


parts! 


the cramat 


% 





ALTY CO. 
c. 


c See-Pa 


# See-Packed Locks Outsell Others as Much as 
3 Whether you use the free wire rack or display the 
locks on pegboard, counter or bin, you'll enjoy the 
extra profit you make with Sloymaker padlocks in 
Ask your jobber, or write ... 
SLAYMAKER LOCK CO, « LANCASTER, PA, 
World's Lorgest Producer of Brass Padlocks 
St SR OR WR AER RE SE SE Se Oe ee ee ee ee ee 


cK, 


Y ONpO cata 


Slaymaker offers * 


FREE RACK 
to display locks in 


SER VAC 


5 to 1 


Se se x ee ee ee eee ee oe 


% 





YA 
Y 


r ell )))\ 


—“s"™ 


“<< 





TROWELS 


[7/7AWN VA EY N) 


| Y Vy /| i, 
For more information use Handy Return Card, Page 51 
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Combination Tool 


The Gam Manufacturing Co., 
Lancaster, Pa., recently introduced 
its new counter display for the 6-in-1 
hammer and screw combination tool. 


The display box holds one dozen 
of the combination tools. The new 
improved tools are guaranteed for 
life. 

Complete details and literature 
are available. For mcre information— 

Write in No. 242 on card, Pg. 51 


Household Scale 


Model No. 4000 Scale, to retail at 
$5.95, is introduced by Hanson Scale 
Co., 1777 Shermer Rd., Northbrook, 
Il. 

The all-purpose household scale 
has a glass-protected dial. The 5%” 
square platform is seamless steel and 
removable for cleaning. Capacity of 


the scale is 25 lbs. graduated by 
ounces; dimensions, 934” high x 644” 
x 64%”. Color is white baked enamel 
with red or black platform. 

The scales are packed one to a 
corrugated shipper. Shipping weight 
is four lbs.; case of eight, 33 lbs. For 
more information— 

Wirte in No. 243 on card, Pg. 51 


Adjustable Broom Rake 


For lawn and yard clean-up, The 
Union Fork & Hoe Co., Columbus 15, 
Ohio, offers the Green Thumb broom 
rake which adjusts to a 20” wide leaf 


rake or a stiff 11%” wide hedge 
comb. The adjustment is made by 
turning a wing nut and pushing in 
or out. 

The rake has spring steel tecth. 
For more information— 

Write in No. 244 on card, Pg. 51 


Fishing Lure 


A new deep running lure is being 
marketed by Tate Bait Co., Mountain 
Home, Ark., under the name of “Ca- 
lypso Dancer.” Tests show the lure 
to be especially appealing to fish, ac- 
cording to the company. 


The Calypso Dancer is cellophane 
packed and mounted 12 to a display 
card. For more information— 

Write in No. 245 on card, Pg. 51 


Hose Clamps 


Wittek Manufacturing Co., 4305-37 
West 24th Place, Chicago, announces 
a new Sure-Tite hose clamp Plus- 
Pak deal for 1960. Ten Sure-Tite ra- 
diator hose clamps are given free to 


dealers with a 100-clamp assortment 
in the five most popular automotive 
sizes. 

Plus-Pak carton consists of 11 col- 
orful 10-Paks, each identified by 
clamp number and hose size. 

The deal includes a choice of 
clamps with collared screw or non- 
collared screw. For more informa- 
tion— 

Write in No. 246 on card, Pg. 51 
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EXCELLENT OPPORTUNITY 


©. Ames Company, long established, ex- 
panding manufacturer, needs several 
men, experienced in the wholesale dis- 
tribution field. SOLID EXPERIENCE 
AND SALES DRIVE AMBITION ARE 
A MUST. Excellent opportunity for 
young, energetic, creative salesmen. 
Salary, incentive bonus, car and ex- 
penses. If qualified, please send com- 
plete business and personal resume and 
photograph to O. Ames Company, Dept. 
FJ, P. O. Box 1580, Parkersburg, West 
Virginia. 














Attention 1 facturer’s representa- 
tives! If you are interested in broadening your 
line with hundreds of related items and you are 
calling on jobbers or volume dealers - our 
“‘Merehandise Service’ will be of interest toe you. 
You will receive weekly, a list of hardware, 
h ¢ and plumbing items which can be 
shipped to your accounts. We pay liberal com- 
missions on all sales, with no obligation to you. 
NATIONAL DISTRIBUTING CO. 
BOX 280 BAYONNE, WN. j. 

















g ALWAYS SELL GENUINE 


MOLLY 3°: 


SCREW ANCHORS eT are| JACK NUTS 


For more information use Handy Return Card, Page 51 
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Electronic Pliers 


The Diamond Tool and Horseshoe 
Co., Duluth 7, Minn., announces the 
production of six 44%” Little Diamond 
Electronic Pliers, a 5” Wire Stripper 
and a 6” End Cutting plier added to 
the many other Long Nose and Side 
Cutting pliers in the Diamalloy line 
of products. 

The Little Diamond Electronic Pli- 
ers are made especially for produc- 
tion workers in the electronic indus- 
try and also hobbyists, radio, and TV 
servicemen. 

All of the six new pliers are avail- 
able with coil springs between the 
handles and plastic dipped handles 
to suit individua] industry require- 
ments. For more information— 

Write in No, 247 on card, Pg. 51 





MAK-A-KEY 
Packaged 
Machine Key Stock 


OVER 60 SIZES AVAILABLE 


The keys that changed buyers’ habits — 12- 
inch lengths of cold finished steel, zinc- 
coated. Made .000° to +.003" oversize: 
rust-proof; just cut. file and fit. Reduce 
storage and handling costs. Proven in hun- 
dreds of applications throughout the world. 
Over 60 sizes stocked. 


12-in. lengths of 


MAK-A-PIN ROUND steel bars 


It's new. it's versatile — bhun- 
dreds of uses for repairs or 
replacement — by die makers. 
mechanics, machine shops, 
farmers, do-it-yourseliers. 
Mak-A-Pin rounds are copper- 
coated; can be riveted. will 
cold bend; are easy to weld. 
easy to cut. Handy display 
pack contains 10, 12-in. bars 
in 7 sizes: ¥%" to ¥,". Size 
marked on each bar. 


DEVAN-JOHNSON COMPARY 


520 Rathbone Ave., Aurora, IL 


Duck Decoy 


The Animal Trap Co. of America, 
Lititz, Pa., has announced a new 
Model D-2 Victor Premier duck 
decoy. 

Completely redesigned, it is made 
of molded fiber and features a higher 
silhouette which is said to be more 
attention-getting to incoming game. 
In addition, the Victor Premier offers 
modern, broad-body realism, is pre- 
balanced and waterproof. The mal- 
lard has head and wings painted with 
iridescent paint. 

Six species are available: Mallard, 
Black Duck, Pintail, Red Head, Can- 
vasback, and Blue Bill; packed eight 
per carton. Suggested retail price is 
approximately $18 per doz. For more 
information— 

Write in No. 248 on card, Pg. 51 


Carded Ice Pick 


Goodell Co., Antrim, N. H., offers 
ice picks now packaged on blue, 
black and white cards. These come 
in two types as illustrated, the ice 
crusher with cast aluminum crown 
and bevelled handle, and the stand- 
ard type, both useful in home and 
industry. 

Nickel plated ferrule at the base 
of handle is designed to prevent 
splitting. These “Sell-on-Sight” cus- 
tomer appeal cards are prepriced. 
For more information— 

Write in No. 249 on card, Pg. 51 








DEALERS 
PROFIT... 


CUSTOMERS 


' ARE SATISFIED 


Exclusive water-proofing and uni- 
form thickness prevents leakage 
and waste. Here is quality that 
keeps your customers coming back 
for more. Special attention to odd 
size cup orders. Advertised 
throughout the South and South- 


west. 


Make Extra Profits from 
KAYO, TIP-TOP and ADAMS 
Steel Hand Tools, Cold Chisels, Punches, etc. 
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Acme Shear Co. 

Adams, Inc., C. F. 

Aeroxon Sales Co., 

Airex Corporation 

Alabama tg. — 

Allen & Co., 5 e4 

American Chain "& Cabie Co., Inc., 
American Chain Div. . 

American Pad & Textile Co. 

American Steel & Wire Div., 
United States Steel ‘ 

American Steel Wool Mfg. Co. . 

Amerock Corporation .................. ‘ 

Ames Company, 

Anchor Wire orp. ‘ is 

Animal Trap Co. of America 

Arvey Corporation ...... 

Atlantic Steel Co. 

Atlas Screw & Specialty Co. 

Atlas Tack Corp 


Barco Mfg. Co. 

Bassick Company 
Bethlehem Steel Co. 3 
Brookville Glove Company 


Cc 


Campbell Chain Co. 

Carlon Products Corp 

Champion DeArment “Tool Co. 

Chapin Mfg. Works Inc., R. E. 

Clark Bros. Bolt Co. . 

Clark Mfg. Co. 

Classified Ads 

Cleveland Mills Co. 

Columbian Rope Co. 

Consumers Glue Company 

Crescent Tool Company 

Cross & Co., . W. Div. of 
Plymouth Cordage Industries, Inc. 

Cyclone Fence Dept., 
American Steel & Wire Div., 

United States Steel 


D 


Deming Company 

De Van-Johnson Co. 

Devcon Corp. 

Diamond Tool & Horseshoe Co. 
Dixie Trading Co. 

Dobbins Div., Chamberlain Corp. 
Draper- Maynard Co. 

Dyer Specialty Co., Inc 


= 
emeee seme 


y 


E 


Eagle Electric —_ Co., Inc. 
f 


Earle Hardware g. Co. 
Empire Brushes, Inc. 


F 


Fairbanks, Morse & Company 
Firearms International Corp. 
Fitler Co., Edwin 

Fleming & Sons 

Flex-O-Glass Inc. (Warp Bros.) 
Forsberg Manufacturing Co., The 


G 


Gardner Asphalt Prods. Co. 

General Steel Whse. Co., Inc., 
Gensco Tool Div. 

Gleason Corp. 

Goldblatt Tool Company 

Goodell Company . 

Grabler Mfg. Co. 

Graham & John H. 
Bevin Bros. “Manufacturing Co., Div. 

Graham & Co., John H. 
King Cotton Cordage Div...Back Cover 


92 


H 


Hamilton Cosco, Inc. . 
Hanna Mfg. Co. 
Hanson Co., Henry L. 
Heineke & Co. 
High Standard oy, iv. Corp 78, 
Hodell Chain .. iv of ‘National 

Screw & Mfg. C Second Cover 
Horton Equipment. Company 68 
Hyde Manufacturing Company ° 
Hy-Ko Products Company ° 


Ideal Fishing Float Company 
Igloo Corporation 
Igloo Corporation 
(Fiesta Div.) 
Illinois Lock Company 
Industrial Plastic Fittings Div., 
The R & K Plastic Industries Co. . 15 
Irwin Auger Bit Co. Front Cover 


J 


Jacobsen Manufacturing Co. 
Johnson Service Company 


K 


Keystone Steel & Wire Co 
King Hardware Company 
Krylon, Inc. 


L 


Lamson & Sessions Co 
Libbey-Owens-Ford Glass Co. 
Linen Thread Co. . 

Lufkin Rule Co. 

Lyman Gun Sight Corp 


M 


Mann Edge Tool Company 
Mansfield Sanitary, Inc 
Marble Arms Corp. 
Marksman Products 

Div. Morton H. Harris, Inc 
Marshalltown Trowel Co, 
Master Lock Co. 
Mayes Bros. Tool Mfg. Company 
Maze Co., W. H. 
Midland Industries, Inc. 
Milwaukee Stamping Co. 
Modern Tool & Die Co. 
Molly Corp. 
Moore Push-Pin Co 
Murray Ohio Mfg. Co 


N 


National Housewares Manufacturers 
Assn. 

National Metal Products Co. 

National Screw & Mfg. Co 

New York Wire Cloth Co 

Nicholson File Co 

Nixdorff-Krein Mfg. Co 

North & Judd Manufacturing Co 

Northwestern Steel & Wire Co. 


oO 


Olt Co., Philip S 
Ox Fibre Brush Co., Inc 


. 


P & C Tool Co 
Penens Tool Corporation 


Penn Fishing Tackle Mfg. Co. 

Peters Cartridge Div., 
Remington Arms Co., Inc. 

Petersen Manufacturing Co. 

Phoenix Mfg. Co 

Plastex Company 

Plumb, Inc., Fayette R. 

Plymouth Cordage Co. 

Portable Electric Tools, Inc. 

Puritan Cordage Co. 


R 


Radiator Specialty Company 

Red Devil Tools 

Red Jacket Manufacturing Co 

Remington Arms Co., inc., 
Ammunition Div. 

Remington Arms Co., Inc., 
Firearms Div. 

Remington Arms Co., Inc., 
Peters Cartridge Division 

Republic Steel Corp. 

Richards-Wilcox Mfg. Co. 

Ridge Tool Co. 

Royal Electric Corp. 

Rubbermaid, Inc 


S 


Samson Cordage Works 
Savage Arms Corp. .. 

Schlueter Mfg. Co. 

Screw & Bolt Corp. of America 
Shaw & Sons, M. E. 

Sheffield Div., Armco Steel Corp. 
Shelby Metal Products Co. 
Sherman Mfg. Co., H. B. 
Simplex Manufacturing Corp. 
Slaymaker Lock Co. 

Southern Screw Co. 

Stanley Works 

Strataflo Products, Inc. 
Sunflower Industries, Inc 
Supreme Products Corporation 
Swan Rubber Company 
Swing-A-Way Manufacturing Co 


T 


Tait Mfg. Co 

Taylor Chain Co., S. G. 
Tennessee Coal & Iron Div. 
True Temper Corp. 
Turnbuckles, Inc. 

Turner Corporation 


U 


UMCO Corporation 

Union Fork & Hoe Co 
United States Plywood Corp. 
United States Steel Corp 
Union Malleable Mfg. Co. 
Upson Brothers, Inc. . 


Vv 


Val-A Company 
Victor Saw Works, Inc 
Vichek Tool Co 


Ww 


Want Ads 
Water Master Co. 


Wayne Home ge Co., Inc. 


Wessell Hardware 

Western Chain Co. 

Western Fishing Line Co. 
Wickwire Bros., Inc. 

Wire Products Co. 

Wiss & Sons Co., J. 

Wissota Manufacturing Co. 
Woodhill Chemical Company 
Wright-Bernet, Inc. 

Wright Steel & Wire Co., G. F 
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PLASTEX 


fmm S/N CE 1939 
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WHAT'S WITH 


Polypropylene? 


«Rope -Cord ~+- Twine 


Now’s the time to offer your customers 


NEW POLYPROPYLENE CORDAGE 


, 
Ot 6 1. Stronger than polyethylene 


Longer wearing than polyethylene 


Better working feel than polyethylene 


More heat resistant than polyethylene 


Less slippery than polyethylene 
Rot resistant 


Acid and alkali resistant 


Low stretch 


OMDNAAA WD 


It floats 


= 
© 


Competitively priced 


@ Clip the coupon for more information on this newest synthetic rope. 
KING COTTON CORDAGE, 105 Duane St., New York 8, N. Y. 


YOUR Most Complete, Best Packaged, Best Merchandised Cordage Line. 


Please send me a sample and more information on 


KING COTTON POLYPROPYLENE 
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